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7p’ PACKAGED STORM COVERS 


COMPLETE KITS FOR DOORS AND WINDOWS 


. ° ® J 
filly Fane y anp6-OM) a 5989 
ies erguemcine STORM DOOR “TD “ 
36” x 72” Plastic Two Full Size Storm Windows Ready to Tack On ee hee Picture Window Size 


Sheet in Each Kit Je , 1. 36” x 84” weather- 


; , a > proof kraft with ; ‘ 6’ x 10° 
18’ Fibre Molding | ms) heteet 4 : "5 | | 12” x 12” clear . ] Transparent 
Package of Nails. | ig ‘ plastic window Plastic 
One full size Storm 78 OP . - 2. 21’ Fibre molding RF : } Sheet 
window, packed 2 Sheets Plastic—72” x 36”. 3. Package of Nails. : = and 60’ Special 
in each colorful box. 36 Feet Fibre Molding. Plastic Sheet, 21’ of Molding and Individually wrapped, ; __ Double Face Tape. 
Bins ~~ . 2 Packages of Nails. . Package of Nails. Packed 24 to ready to sell. Packed 12 to Packed 6 in attractive counter 
isplay Carton. i ‘ 
play ackaged in Snappy 3 Color Plastic Envelope. Attractive Counter Merchandiser. a Handy Dispenser Carton, ass Display Box 
Originators 
and Largest 
Producers of 
Plastic Sheeting 
for Farm 
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DISPLAY ee 
Say + T COVERS 
SUN-RESISTANT aon “er : ee 4 5 HANDY SIZES 
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The Original Polyethylene Silage Covers 

4 Gauge Heavy Duty 

Black Coverall ae) 
Individually boxed f= 
6 mil bleck and packed 3 to = 


Coverall is Folded . 3 Individually boxed a shipper. 


» Ss . 
Down in Rolls for Easier a and packed 3 toa 5 Sizes aoae $615 
Selling and Easier Handling shipper. 


Carried by Reliable Jobbers Everywhere 
‘~ WARP BROS. CHICAGO 51, ILL. 
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ORIGINAL PUSH CUT—GRASS SHEAR 
The Easiest Working Grass Shear Ever Made 
Simple, unique design plus sturdy construction 


BOXED INDIVIDUALLY 
STANDARD SHIPPING PACKAGE 
No 3 DOZEN TO CARTON, WEIGHT 50 LBS. 


2 Gee 
\5 GS 
\9} - — 


THE 
SATURDAY 


. FOR 50 YEA EVENING 
- POST 


ALL MIRACLES ONE MODEL 


DIFFERENCE IN FINISH AND GRIPS ONLY 
NO. 1—MIRACLE GRASS SHEAR, PLAIN FINISH. $2.95 
NO. 1P—MIRACLE GRASS SHEAR, POLISHED TOP BLADE. $3.00 
NO. 2—MIRACLE GRASS SHEAR, PLAIN WITH GRIPS. $3.25 
NO. 2P—POLISHED TOP BLADE, BLISTER PROOF HAND GRIPS. $3.35 


RUBBER GRIP 


#10 


L Drop forged, hardened and 
tempered, hollow ground; 
red finish. Overall length 
12’. Packed 1 in carton. 


no. 10, Full Polished Blades, 6” Rubber Grips. Precision Hollow and Angle Ground. Drop Forged. , P 
Vy Doz. to a Box. Weight, 10 Lbs. to a Doz. A Good Quality Shear at a Popular Price. No. 57 Plain Blade, $3.10 3 Dozen to Bale. Weight 40 Its. 
$2.40 No. 4 $2.45 No. 57G Polished Top Blade, $3.50 No. 1906 $2.25 
Mo. 11, Some as above, less Rubber Grips. 

$2.15 


No. K-100, 9” Tanged, serrated edge, polished top Packed One Shear to Carton 1 dozen to carton, weight about 35 Ibs. per dozen. $6.50 
blade. Packed 36 pair to carton. Weight, 100 pounds. Size Carton: 43'/," long, 73/,” wide, 2'/,” deep 
No. K-100 $4.95 Shipping Weight Per Pair, 6 Lbs. $8.00 


SEE YOUR WHOLESALER FOR THIS QUALITY PROFIT LINE 


KEISER MANUFACTURING CO., Reading, Penna., U.S.A. 


PATENT 2.661.534 Makers of Grass, Sheep, Hedge Shears for 50 Years 
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Display 88 items in only 8 sq. ft. 
with Mulunu of Shoiling ee 


If floor space is at a premium in your 
store, you will find the National No. 100 
Merchandiser a profitable way to display 
a big selection of fast-moving hardware. 
Hang National Visual Pacs on both sides 
of peg board to encourage impulse buy- 
ing; stock shelves with attention-com- 
pelling display of National Picto-Graphic 
cartons. 


Write for details of special merchan- 
diser offer. Join the swing to “‘National 
of Sterling”! 


* + 


*Solid Zuality Throughout 
NATIONAL MANUFACTURING CO. 


* Dept. 16005 Sterling, Ilinois 
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(8) .. the label on steel that sel/s 


Catches Customers 
As Surely As It 
Catches Oil! 


Another new and better USS product 
designed to meet a real need of Western 
home owners! Sell these three big extras: 


@ EXTRA large—29”x47” 


@ EXTRA heavy galvanized sheet steel, 
pressed 


@ EXTRA strong to resist wear and tear 
THREE 
a. spit | 
Mi 
ages wll i'll Hl 
5 Nit If I } 
tlt 


2 SPECIAL PACKAGE DEALS 





Ask your hardware or nursery jobber about the 
neat, modern display racks with special pur- 
chase deals of the new USS Auto Drip Pans. 
And when you're ordering ...don’t forget to 
stock against the big spring demand for pop- 
ular USS galvanized ware and Golden Grain 
Garden Tools! 


CONSUMER ADVERTISING... 


(+ in Sunset Magazine, Better 
F stect \ Homes & Gardens and Sunday 
; } magazine sections will back 
pn your sales and send customers 
to your store. Order, display, sell! 


USS is a registered trademark 


United States Steel Products 
Division of 


United States Steel 


5100 Santa Fe Ave., Los Angeles, California - 1849 Oak Street, Alameda, California 
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Factory: Factory: 


2626 South Second West 2626 South Second West 
SALT LAKE CITY, UTAH SALT LAKE CITY, UTAH 
Phone |Ngersoll 7-9427 Phone INgersoll 7-9427 


Freight Prepaid and 


LOUVRE DOORS we ever — on GRILLES - PATTI - PORTS 
4 ORM R 
AWNINGS 8 OR MORE WINDOWS AWNINGS 


(U. S. A. ONLY) 


"7 shel Channel Adjustment 
id 9* For "Do-It-Yourself" 


Installation 
! 


| COMBINATION Weather Stripped 


Storm & Screen Door LOTS OF For "Z''-Bar Installation 
$2.00 Extra 


@ %" Extruded Aluminum Door 50 DOORS 
@ Removable 18x14 Mesh Screen Please Designate 

® Easy to Remove Glass Inserts CHANNEL or "'Z"-BAR 
@ 16" Heavy Kick Plate 

@ Extruded Corner Braces 


| 26 to 49 Doors $19.95 ABOVE PRICES APPLY FOR SIZES: 30'' to 36'' in width, 78"' to 84°’ in height 


13 to 25 Doors 20.45 $3.00 EXTRA CHARGE FOR DOORS: Under 30'' and Over 36" in width. 
5 to 12 Doors 21.45 Under 78'' and Over 84° in height. 


| to 4 Doors 21.95 ACCESSORIES ARE EXTRA, AND ARE NOT INCLUDED IN ABOVE DOOR PRICES 











UNITED INCHES 


0-TRACK TILT SELF-STORING 
ALUMINUM STORM WINDOW sf - weenie 


Finger-Tip Welded Blindstop 


Control Corners Installation Crating Charges on orders of 1 to 8 windows...... $2.50 F.O.B. 


TRIPLE TRACK TILT SELF-STORING sf 2? 5 








UP TO 100 
UNITED INCHES 


ALUMINUM STORM WINDOW 


@ Inserts slide down and into the 


Crating Charges on orders of 1 to 8 windows...... $2.50 F.O.B. 
rooms for cleaning. 





ALL YOUR 
DOOR AND WINDOW NEEDS 
Frame and inserts of heavy FROM ONE SOURCE 


63 St-5 extruded aluminum. 


No lifting of heavy glass. 


CATALOG AND DISTRIBUTOR PRICE LIST 
Triple channel permits screen to be ON OTHER PRODUCTS 
used for Top or Bottom Ventilation. AVAILABLE ON REQUEST 


PRE-HUNG DOORS AVAILABLE 
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Blind-stop installation. 














Weather-stripped Inserts. 
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SIDE LINES 


TEN OLD AUTOMOBILES 
are owned by M. L. ‘‘Bud” Cohn 
of the manufacturers represent- 
ative firm of Cohn & Shane, Inc., 
1323 Venice Blvd., Los Angeles, 
California. Cohn will reap na- 
tional publicity because of these 
cars in two national publications 
this year. Saturday Evening 
Post did a story on his old Reo 
in the April 23 issue. The June 
issue of Playboy will show five 
of his Mercedes. He has been a 
collector for six years in which 
time he has become very active 
in vintage car activity. Cohn is 
president of the Southern Cali- 
fornia vintage automobile called 
Le Cercle Concours d’ Elegance. 
He helped write the rules for 
the organization’s annual ex- 
hibit. Cohn started with his in- 
terest in automobiles as a young- 
ster in 1909 working in a ga- 
rage. He started racing in 1914 
and pursued this for three years 
He has a complete machine shop 
at his home where he helps keep 
tuned up the ten classic and an- 
tique cars. All his cars are in 
tip-top condition and are often 
driven around the streets of Los 
Angeles. 


THE HARDWARE IDEA 
MAN, Jim Pearson, Sr., of Oak- 
land, has come up with another 
thought for hardware retail 
store promotion. He says, “the 
hardware store could put out a 
special on tomato sauce or. offer 
Mr. Clean at a low price.”’ Many 
other stores are using hardware 

(Continued on page 6) 
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COMMEN TF — 


Someone Listened 


In February our editorial started out with ‘“Manufac- 
turers and wholesalers ... lend an ear. Some of your hard- 
ware dealers have something to say.” 


The editorial gave an account of two dealers who had 
become discouraged in trying to get manufacturers and 
wholesalers to listen to some of their ideas. 


This editorial certainly stirred up things. The editor 
received more letters, phone calls and personal remarks 
about the February editorial than any previous one. Things 
have begun to happen. 


The two dealers mentioned in the article have been invited 
to become a part of the research group of the Hardware 
Packaging Committee of the Packaging Institute. 


Several manufacturers have decided to hold regional clin- 
ics with a group of retailers. 


A couple of manufacturers are planning merchandising 
and packaging surveys among dealers to get information 
that will help them produce more effective results. 


To those dealers who feel that they have some expressions 
to make regarding the hardware business,s HARDWARE 
WORLD opens up its pages for their comments. We are all 
in this together and together we can tackle merchandising 
problems much more effectively than standing alone. 


Wil Choon 





SIDE LINES 


and /or housewares items as spe- 
cial inducements so why not? 
. .. He also suggests a $3 bill 
because so many people are su- 
perstitious and will not take a 
$2 bill. 


ROBERT McFADDEN is 
back on the job traveling in the 
vicinity of Albany, Corvallis and 
other small Klamath Valley 
towns of Oregon for Berenson 
Hardware Company. He had 
been off work since January 
after a very serious and pro- 
longed illness. 


UPDATED & NEW 
HARDWARE FIRMS 


CALIFORNIA 


VENTURA—H. Allen Hays is 
having a hardware store built 
on his property which is the 
site of a new commercial de- 
velopment. The four-acre New- 


bury tract will have a number 
of units according to Allen. The 
development is located on New- 
bury road south of highway 101. 
The hardware store will cost 
around $30,000 or $35,000 and 
should be open in May. 


WALNUT CREEK — Crystal 
Pool Hardware, 2892 North Main 
St., celebrated its grand open- 
ing recently. Keith, Dave and 
Jack Kepler are operators of the 
new PRO store. Complete re- 
modeling and re-merchandising 
was done to bring the store up 
to the latest methods of modern 
store design. Crystal Pool is the 
sixth PRO hardware store in 
California and one of nearly 600 
in the national group. Seller 
Bros. & Co., San Francisco 
wholesale hardware firm, aided 
the Keplers in gaining their PRO 
franchise. 


WALNUT CREEK — Land 
leveling is scheduled to start 
shortly at a five and one-half 
acre site for the new Simon 
Hardware Company store. The 





“Want Book’ 


PROFIT 
MAKERS 


}| FULLER| TOOL CO., INC. 


3522 Webster Avenue, New York 67 


_— 


wa we FULLER'S 
‘ene | famous 

b =100-SS 

| Self-Service 

_ “SCREWDRIVER 


You can't sell empty pegs. You can't 
make profits on tools that aren't there. 
Every one of these popular screwdrivers 
are proven best sellers. Don't miss out 
on easy sales . . . quick profits. Fill in 
the bare spots and the thin spots. 


RE-ORDER FROM OPEN STOCK, RIGHT 
NOW! All are carded and pre-priced! 


World's Largest 
Producer of Unbreakable 
Amber Handle T 


Fuller products are made in U.S.A., England and other countries, of the highest quality materials, by skilled 


craftsmen . . . designed for service . . 


. and rigidly inspected to preserve Fuller Quality and Reliability. 
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90,000 square foot building is 
expected to be open in late sum- 
mer. Cost of the structure may 
run as high as $750,000 with 
another $500,000 required for 
leveling and provisioning. The 
building is to be located on the 
Old Central School property on 
South Main St. 


IDAHO 


POCATELLO — A complete 
wall-to-wall remodeling of Poca- 
tello Hardware is nearing com- 
pletion here. According to owner, 
Arthur Young, the most modern 
hardware store in southern 
Idaho will be forthcoming. Cost 
of the remodeling is estimated at 
$10,000. Young also stated that 
the store has joined the PRO 
Hardware Association, which 
will mean better service to cus- 
tomers at reasonable prices. Di- 
visions of hardware merchandise 
will be in sections with each one 
set off by a different bright color. 
A canvas department and a 
sporting goods department will 
be included. Pocatello Hardware 
has been in business since 1937 
at 218 North Main. 


OREGON 


BEND—West Side Hardware 
is currently undergoing an ex- 
pansion program planned by its 
owners Howard and Marguerite 
Parsyck. One wall will be moved 
giving an additional 10 feet of 
space. The second story will be 
extended across the building, 
doubling the upstairs area. Part 
of the second story will be used 
for a toy department. 


WASHINGTON 


BELLINGHAM — Hanning 
Hardware has been purchased 
by W. J. Bill Irwin. The well- 
known store is located at 1317 
Commercial. Irwin has assumed 
active management. He was 
formerly with Morse Hardware 
and later operated a store at 
Ferndale. Irwin states he will 
devote his best efforts to mak- 
ing the new store one of quick 
and reliable service to the pub- 
lic. New lines of merchandise 
are planned to be stocked. Ad- 
ded stock will be ordered for ex- 
isting lines to round out a com- 
plete line of merchandise. 

(Continued on page 10) 
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PETERS 


means 


to your customers! 


That's why it pays to 

stock, display and push the 

entire power-packed line of 

PETERS “High Velocity” . 
igh Velocity a 


sporting ammunition. 


PACKS THEA POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, tne. 
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250,000 DYER E-Z PLY 
NUMBERS AND LETTERS 
BEING PRODUCED EACH DAY! 


EXCELLENT FOR NUMBERING BOATS 
AND MAKING ALL TYPES OF SIGNS 


TL take care of the unprecedented demand for Dyer E-Z Ply =a Dyer E-2-Ply 
Numbers and Letters, we are producing in excess of 250,000 | @ 4.—_————— 
each day and have installed additional equipment to produce 

400,000. This will enable us to take care of your requirements 

immediately. If you have not ordered your supply of Amer- 

ica’s finest line of numbers and letters, you still have time 

to offer these to your customers. 


When you stock and sell Dyer E-Z Ply Numbers and Letters 
you are assured of a full profit, hard-selling point of sale [xa 
displays, (see photo at right) a quality product priced for (ie 


a fast turn-over. Order from your favorite jobber today. No. 1 Scotchlite, Reflecting elven with 


Black Outline 395 3” Letters & Numbers. 


DYER SPECIALTY COMPANY Inc. ee 


13019 E. Los Nietos Rd., P.0. Box 2513, Santa Fe Springs, California 
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only 


*2.98 


AND ANY OLD CAN OPENER 


th 
ANNUAL 
SWING -A-WAY 
TRADE-IN SALE! 


A SELL-OUT THE PAST 7 YEARS 
Here’s just the right ORDER YOUR TRADE-IN DEALS NOW! 
prescription for pulling 


traffic during dull sum- 
mer weeks..the 8th an- pE-I am 

nual SWING-A-WAY Geer rsumekan, §— Packed 
money-saving TRADE- see cei counren vispLay 
IN promotion. YOU 

GIVE $1.00 TRADE-IN 
ALLOWANCE for any 
old can opener toward 
the purchase of a regu- 
lar $3.98 Swing-A-Way 
Standard MagneticCan 
Opener, and MAKE CAT NO. CONTAINS RETAIL EACH | TOTAL RETAIL 
YOUR FULL SWING- 123 3—No. 607W White $2.98 $17.88 
A-WAY MARK-UP. mame | se 
Hundreds of dealers 
were disappointed last 
year. Better act now! 


Order the No. 123 you can sell more, make more with SwinG:A-Way 
TRADE-IN deal at 


your usual discount. 


3 #123 DEALS TO SHIPPING CARTON we. 27 ibs. 



































SWING-A-WAY MANUFACTURING COMPANY + 4100 BECK AVENUE » ST. LOUIS 16, MO. 
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UPDATED STORES 


(Continued from page 6) 


BURIEN—Bow Lake Electric 
& Hardware owners, Eric Schultz 
and his wife Isle, are expanding 
to new and larger quarters. The 
store is stocking all types of ma- 
terial for do-it-yourself cus- 
tomers. Also offered will be elec- 
trical appliances, a complete line 
of housewares, wiring and elec- 
trical heating supplies. New ad- 
dress for the store is 16025 Pa- 
cific Highway South. 


PORT TOWNSEND—Olympic 
Hardware & Furniture Co. re- 
cently held the grand opening of 
its appliance and flooring cover- 
ing department. A total of 564 
persons registered during the 
two-day open house. Store offi- 
cials added that many others 
visited but did not register. A 
drawing was held at the close of 
the event with prizes awarded to 
three boys and three girls plus 
a prize to a man and a woman. 


WOODLAND — Waltwood 
Hardware began its move to 
temporary quarters recently 


while its store at 218 Davidson 
is razed and rebuilt. A new 
50 x 65 foot building will be con- 
structed. The firm’s present 
warehouse will remain. Changes 
called for in the new store are 
a lower ceiling, glass and alu- 
minum front and to be set back 
214 feet from the sidewalk to 
allow outside display of mer- 
chandise. 


CHILOQUIN — Dwight C. 
Kircher and Glen C. Kircher 
have converted their Marshall- 
Wells store into a complete re- 
tail hardware outlet. The name 





Big in size... Big in sales! 


Machined undercut 
channels smooth 
4 workung, can't slip 
2 under any load 
Re-entorcing 
rib for added 
strength 
where you 
need it. 


No. 430 


Your best tool customers—home owners, servicemen, mechanics of 
all kinds—have been asking for a CHANNELLOCK plier big enough 


for big jobs . 


. . compact enough for easy handling. Here is the answer 


... the CHANNELLOCK No. 430 BIG CHAMP. This handy plier has 


a full 2” 


parallel jaw capacity yet can be carried easily because of 


its compact design Best of all, BIG CHAMP has the terrific 


gripping power. . 
M\ groove channels . . . the patented reinforcing rib . . 


. the unique undercut, non-slip tongue and 


. in short, 


, "AX all the exclusive features which have made CHANNEL- 


Display it... And They'll 
Buy It! Pliers packaged in 
this colorful display carton. 
Shipped 6 per carton 


LENGTH 10” 
CAPACITY 2” 
WT. PER DOZ. 10 LBS. 


CHAMPION DeARMENT TOOL COMPANY * 


LOCK the fastest selling pliers in America. And you'll 
sell these new BIG CHAMPS faster because they’re 
packaged in a compact, colorful display carton you can 

set up front in a jiffy. Order your supply today. 


MEADVILLE, PENNSYLVANIA 
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CHAMP 


| has been changed to Kircher's 
Hardware. 


CENTRALIA — Virgil Seines 
— Builder and Supplies store 
held its grand opening recently. 
The new firm is located at 625 
North Tower Ave. Seines said 
the new store will offer regular 
lines of building materials and 
hardware including many spe- 
cialties. A cabinet shop is to 
be operated at the location in 
addition to the supply store. 
Herb Ronquist is in charge of 
the cabinet shop. 





If you're worried about electric bills, 
how about this economy model? 





COMING IN JUNE... 
Annual Western 
Wholesalers’ Directory 
and New Produets Catalog 
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ACCO SWING KITS ARE 
PACKED FOR PROFIT! 


Attractive, Transparent 
Bag Contains Chain 

and Fittings for Making 
a Safe, Strong Swing! 


Kids love swings, and so do parents—when they’re safe and Here’s what the New Acco Swing Kit contains: 
strong! Now, with Acco Swing Kits, you can sell a swing that’s 
sure to appeal to everyone—kids, parents, and especially you, 
Mister Dealer! The Acco Swing Kit contains chain and fittings 
for assembling a sturdy new swing or repairing an old one. No 
need to stock separate swing components any more— because 
they’re all right here in one complete package. Put up in a 
colorful, transparent polyethylene bag, Acco Swing Kits are 
always ‘‘on display” on a counter or on a wall rack. Join the 
swing to Acco Swing Kits—a sparkling new fun item that’s 
packed with profit for you! 





* two pieces No. 1/0 Double Loop (Tenso) Chain, 
each 10 ft. long. 


* four pieces 4%” (No. 526) Steel “‘S’’ Hooks. 
* two rust-proof Nylon bearing links. 


All chain and fittings are bright zinc plated. Packed 
five bags to a carton, five cartons to a shipping case. 


“Specify American when you order these items from your distributor” 


| 
> ~s f ' 








SASH CHAIN 


For double hung windows and 
many other uses where flat 
chain is needed. Runs smooth- 
ly over pulleys. In cold rolled 
steel or solid bronze. 


SAFETY PLUMBERS’ 
CHAIN-—A light flat hain 
in brass or steel. Four sizes— 
2/0 to 2. In 50-ft. (cartons) 
or 500-ft. (reels). 


JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 


TENSO CHAIN 


Light, yet strong. In bright, 
bright zinc and hot galvanized 
finish. 100 ft. in carton— 250, 
500 or 1000 ft. on reel. No. 7 
to 10/0 sizes. 





ELWEL MACHINE 
CHAIN — Twist link elec- 
trical welded chain. Also in 


straight link. Bright, bright 
zinc and hot galvanized finish. 


No. 5 to 7/0 sizes. 50 and 100 i 


ft. cartons. 





Ah POS 
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TENSO COW TIES 


In a varied range of styles and 
sizes. Bright finish. 


C7" 


PROOF COIL 
For a host of regular uses ex- 
cept lifting. Open hearth basic 
steel—self colored. Hot gal- 
vanized finish. 





TENSO PORCH CHAINS 


Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 





HANDY CHAIN 


As its name implies, a chain 
of countless uses. Elwel 
Handy chain is 66-in. long— 
has snap on one end, ring on 
the other. 


For joining large sizes of | 


chain. Use one size rgd 
than chain size. 3/16 to1% i 


DOG CHAIN 


ACCO makes a 
variety of dog 
chain both in 
welded and weld- 
less styles. Ask 
your distributor 
for information. 








COTTER PINS 
Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 


Co ar nes — 


ORDER 

FROM YOUR 

DISTRIBUTOR 

Contact your American Chain dis- 
tributor for complete information 
about these items or write our 
York, Pa., office for free Cata- 

logs DH-176B and DH-140. 





AMERICAN CHAIN <= 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa. 
Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston a 


*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco =a a 
*Indicates Warehouse Stocks 
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PRODUCTS 





NO SQUINTING to read this 7'. x 
9', inch thermometer. Authentic 
pocket-watch design can be read from 
across the room. Complete with 24- 
inch chain in lustrous gold finish. 
Thermometer is made to record ac- 
curately temperatures from —30° to 
120° F.—The Spartus Corp. 
For Details Circle 100 on INQUIRY CARD 


DEVCON | LIQUID 


aluminum 
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i 
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QUICK HOUSEHOLD REPAIRS 
with liquid aluminum. Applies 
straight from tube. Sets in two 
hours to strength of metal. Can be 
drilled, threaded, sanded and painted. 
When thinned with thinner, can be 
brushed or rolled to prevent rust or 
rot.—Devcon Corporation 
For Details Circle 103 on INQUIRY CARD 
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outside building use. Aluminum frame 
adjusts to enclose any number of 
panels. No screws or bolts required 
in assembly. Panels come in variety 
of designs and colors. Can be used 
as room dividers, ceilings or parti- 
tions—Art Panel, Inc. 
For Details Circle 101 on INQUIRY CARD 


GRASS CATCHER collects clippings 
plus weed and crab grass seed. Light- 
weight canvas bag has zipper opening 
for easy emptying. Two steel rods 
form supporting frame. Rods attach 
to brackets on engine housing. Bag 
fits other mowers.—The Eclipse Lawn 
Mower Co. 
For Details Circle 104 on INQUIRY CARD 





DISAPPEARING WASTEBASKET 
RACK is installed with four screws. 
Can be installed to underside of cabi- 
net or cupboard shelf. Rack glides on 
ball bearing carrier. Retaining hoop 
holds standard size plastic waste- 
basket. Bright chrome finish on rack. 
—Knape & Vogt Mfg. Co. 
For Details Circle 102 on INQUIRY CARD 


SWEDISH CHARCOAL STEEL is 
one of the features of Gentool chisel. 
Unbreakable Tenite handle has chisel 
size marked on it. Blade is fully 
sharpened. Six popular sizes avail- 
able from % to 1% inches. Each 
chisel is packaged in self-selling 
plastic pouch.—Gensco Tools Co. 

For Details Circle 106 on INQUIRY CARD 
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’ For additional information on 





any item shown on these 





pages, please circle number 
on the Reader Service Card, 
facing Page 50 in this issue 


$s : a 

beslécuet— - - 
PRE-PASTED VINYL WALL COV- 
ERING is for your home decorators. 
Four-square foot sheets in stone, 
brick or other patterns and textures 
make fast installations for walls. 
Covering can be washed and painted. 
Adhesive backing sticks to any clean 
dry surface—The Decro-Wall Corp. 

For Details Circle 107 on INQUIRY CARD 





ADJUSTABLE SHOWER UNIT can 
be installed by homeowners. Unit ad- 


justs 1 ft., 8 in. range. Heavy-duty, 
brass-fitted rubber hose connects 
shower head to water supply. Entire 
Vari-Height unit mounts with only 
three screws. 
—Bickford Mfg. Co. 

For Details Circle 108 on INQUIRY CARD 
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Two models available. 


LARGE CAPACITY WHEELBAR- 
ROW for contractors, builders and 
other customers who need this size. 
Hardwood handles. Extra deep steel 
tray is reinforced with continuous 
steel rod. It has heavy channel legs 
fitted with shoes. Painted blue and 
aluminum.—U. S. Steel Products Div. 
For Details Circle 109 on INQUIRY CARD 


TWO POUNDS of cookies will stay 
fresh in “Bakery Bin.” Shallow can- 
ister has snug fitting cover. All alu- 
minum bin measures 85% in. across 
top and 4!, in. deep. Colonial symbol 
on side is sketch of rolling pin. Avail- 
able in natural or copper.—West Bend 
Aluminum Co. 
For Details Circle 111 on INQUIRY CARD 


AUTOMATIC EJECTION of fibrous 
pulp is featured with Hi-Vi juicer. 
Juice comes out in uniform consis- 
tency. Made of chrome, stainless 
steel, Nylon and Plaskon Urea.—Kit- 
chen Master Appliances, Inc. 

For Details Circle 112 on INQUIRY CARD 


INSULATED COFFEE SERVER has 
plastic case. Two-cup or four-cup 
server has vacuum-insulated “Strong- 
glas filler. Hot or cold drinks keep 
at serving temperature for hours. 
Non-drip pouring lip and flip cover 
are other selling features. — The 
American Thermos Products Co. 
For Details Circle 113 on INQUIRY CARD 


TWO-WAY SANDPAPER HOLDER 
has both resilient and hard surface. 
Curved face of rubber or flat face of 
Tenite holds sandpaper. Flip of lever 
holds paper securely at both ends. 
Holder is six inches long. Sheet of 
sandpaper supplied with holder.—Red 
Devil Tools 
For Details Circle 114 on INQUIRY CARD 
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New Irwin “self-serve” merchandisers 


build auger bit sales . . . give faster dollar turnover 


<n senoelggforemsetscaonegaminest se 
sen pant AAMC EAR LE ANN incor AACA IAI 


M-62T Merchandiser. Consists of free display 
panel and 13 best selling Irwin 62T hand brace 
bits in new Sellopak dress-up jackets. One each 
Of SIZES 1%, Her Yor Kor Yar Mor Yor Mor Yar "Mor Yar He 
and 1”. 


M-88 Merchandiser. Consists of free display panel 
and 20 Speedbor ‘‘88” electric drill bits with 4” 
shanks in new Sellopak dress-up jackets. Two 
each of sizes 4%, %, “2, %, %, % and 1”. One each 
Of sizes Ke, Xe, Hor “Yor Me ANd "He". 


«88, OGAIIdS = 


Hq POOMm EP 244420/0 


62T Sellopak Display Jacket Speedbor “88” Sellopak Display Jacket > 





M-62T and M-88 Merchandiser free display panels... pay only for stock 


baked enamel finish. Hooks are permanent type. 
© Mount either display panel with complete stock 
in only 1434” of space on peg board, door, wall, 
end of island tables. 

@Each unit individually packed complete in 
shipping container. M-62T weighs only 4 lbs., 
M-88 weighs only 3 lbs. 


© Two combination offers of best selling 62T hand 
brace bits and Speedbor “88” electric drill bits 
with free display panels. 

@ All bits packaged in Irwin’s new self-selling 
Sellopak dress-up jackets. Bit heads are plastic 
coated to protect cutting edges and screw points. 
@ Free all-metal display panels come in 3-color 


© IRWIN E88 ELECTRIC DRILL BIT EXTENSION © 


Jaecally Dengmed ter ire Speediver U6 Wood Bi: ond ofl other power tem hewmng «shams: 





screw 
drivers 


i Tl 


whit vat ‘ Sm 
4 *. { 


No. 430 
Screw Driver 
Merchandiser i | 


at WW RUGEE GT COMPET AT WEANGTON CHRO, 5A, tT 18S 


Free Display Panel ijl) ih 
30 Drivers itil 
fits in 8” space : 


New Irwin E88 Hang-Up Card 

fits all power bits with 4” shank. Adds 12” 
reach, Precision-ground “flats” chuck per- 
fectly. 6 to box. Weight: 1% lb. each. 


Hangs on peg board, nail, or pin. Unit in- 
cludes new E88 Bit Extension and Allen 
wrench for tightening set screw. Extension 


Micro-Dial Expansive Bits in new Hang-Up Box 


@ The Irwin Expansive Bit that lets you dial 
your size, Precision-made, one-piece drop 
forged construction, heat treated and tempered 
full length, fully polished. 

© Two sizes. No. 21 bores 19 standard size holes, 
54” to 134”. No. 22 bores 35 standard size holes, 
Vy to 3”. 


@ All-metal display 
with 2-color baked 
enamel finish. 


» 5 best selling Irwin screw driver sizes. 
14 dozen 400 Series Machinist type, 3”, 

4” and 6” sizes. 4% dozen 4000 Series 
p hillips ty pe, No. ; pt., 3” size. Y% dozen 


Phillips No. 2 pt., 4” size. @ New Hang-Up Box fits on peg board, nail or 


pin. Small and handy to use at multiple traffic 
points throughout store. Invites extra “sight 


@ Packaged one to shipping container. 
for extra volume. 


Weight: 74% lbs. sales” 
Lockhead Expansive Bits in New Hang-Up Box 
@ New Hang-Up Box lets you display steady 
selling Irwin Lockhead Expansive bits in small 
space areas for more “self-serve” sales. 
@ Two sizes: No. 1 bores 15 standard size holes, 
5 4". No. 2 bores 35 standard holes, sizes 
Write for New 
Irwin Catalog No. 53 


and Prices 


@ One-piece drop forged construction, heat 
treated full length, wedge-type blade lock, fully 
polished for extra sales appeal. 





Order from your Irwin wholesaler today 


The Irwin Auger Bit Company, at Wilmington, Ohio, since 1885 
For Details Circle 12 on INQUIRY CARD 
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Sell the autoloading shotgun 
demanded by shooters who 
put performance first... 


New Model 878 is engi- 

neered to sell to the big 

market of shotgunners who 

would rather pay for a gun’s 

fancy shooting than for its fancy 

looks. Every remarkable feature of 

the ““Automaster” has been designed 

to add greater performance... and it all 
adds up to a real dollar getter. 


You can talk at length about the amazing 
Power-Piston that automatically adjusts for 
loads . . . about the exclusive “‘Power-Matic” 
action that lessens recoil effect, or about the inter- 
changeable barrels—all are terrific sales features. 
For all its ruggedness, the Model 878 offers quality 
eye appeal in its clean, uncluttered lines and in its 
fine American walnut stock. And, of course, it is 
backed by the famous “Remington” name. Order it 
today and listen to that cash register ring! 


THE FEATHERWEIGHT 


REMINGTON 


Model 87 


fp 


omaalet 


AVAILABLE ONLY IN 

12 GAUGE, A GRADE 

WITH PLAIN BARREL. 
3-SHOT AUTOLOADING. 


9 MILLION readers 
now being pre-sold 
on Model 878 by ads 
in 10 top shooter- 
market magazines 


RETAIL PRICE 


#114°°° 























“Pp 


MAY 1960 


Self- Adjusting Power - Piston handies ail types of 
standard-length loads.\The mechanism automatically 
selects the right amount of gas from the load to 
work the action. The gas doesn’t bieed off until the 
shot has left the barrel, ensuring full power behind 
the shot column and a clean gun. 


Supreme Dependability. The “Automaster” is pre- 
cision built for flawiess performance. High-speed- 
camera photographs of the cycle of operation show 
the moving parts are perfectly synchronized. These 
and other laboratory tests prove Model 878 the 
most trouble-free gas-operated shotgun ever built 





Kemington, 


‘ower-Matic”’ is Reg. U.S. Pat. Off. and ‘ ‘Automaster”’ is a trademark of Remington Arms C: ‘ompany, Ine 
Arms of Canada Limited, 36 Queen Elizabeth Bivd., Toronto, Ont. 


For Details Circle 13 on INQUIRY CARD 





Quick - Change Barrels and Easy Take -Down. 
Mode! 878 barrels are interchangeable without too Is 
for desired choke and barrel jength. All you do is 
unscrew the-magazine cap and lift off the barre!. 
The trigger assembly comes out as a unit with the 
temoval of two pins. 


REG. U.S. PAT. OFF. 


., Bridgeport 2, Conn. In Canada: Remington 


* Price subject to change without notice. 
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THIS LABEL 


This bright new label on Lewis Bolt & Nut 
packages means faster turnover, cleaner 
handling and increased profits. These clean, 
bright, zinc plated bolts and nuts resist rust 
and moisture, are a pleasure to sell . 
increase customer satisfaction because they 
last longer, handle clean and dress up each 
job. Watch for the Lewis “bright” label. . . 
it’s a sign of superior products. 


Clean to Handle 
Chromate Coated 
Longer Life 
Decorative 


Quality Controlled 


FULL LINE SERVICE 


Get the famous Lewis quality in 


" Be as ‘ zinc plated or black in standard sizes 
Regular suppliers to wholesale distributors since 1927 . 


4. BOLT « NUT 


company 


504 Malcolm Ave. S.E. + Minneapolis 14, Minnesota 
For Details Circle 14 on INQUIRY CARD 


from stock . . . including carriage 
and machine bolts, nuts, lag screws 
and industrial fasteners, all manufac- 
tured to ASTM standards. 


COPYRIGHT 1959 





Sell the Tools Preferred by Do-It-Yourself and Industry ¢ | 


q 











Sales results prove that Arrow Staple 
Guns are the most profitable to handle 
. . . because they’re so much in demand 
for so many varied fastening uses in 
the home and industry! Put these pre- 
ferred Arrow tools to work for you! 
Watch them build multiple sales when 


displayed and demonstrated for faster, No. JT-21 
All-Purpose 


HEAVY DUTY 
STAPLE GUN 
@ Ideal for do-it-yourselfers; fastens 
i + + « ceiling tile, insulation, 


@ Takes 6 staple sizes: 1/4”, 5/16", 3/8", 1/2”, 
9/16" and CEILTILE staple for ceiling tile. 





easier application of related building 
materials! Arrow’s consistently hard- 
hitting program of National Advertising 
and Publicity is constantly pre-selling 
your prospects! 


JUNIOR STAPLE GUN 

© For light household fastening jobs. 

@ Handle locks in place for easy carrying. 
@ Loads 100 JT-21 1/4” and 5/16” staples. 


© Comes in attractive colors; makes perfect 
gift for the housewife. 


For Special Use in T-50 Staple Gun 


ARROW’S GEIITILE® STAPLES! 


ESPECIALLY DESIGNED FOR FASTENING CEILING TILE 
@ Unique leg design drives flush, holds tight! 
@ Flange is never fractured . . . CEILTILE penetrates perfectly! 
© Special cement coating provides tremendous holding power! 
Tested and Approved by Major Ceiling Tile Manufacturers: 


Armetrone Crsorex 
Gd Ou!) wwe seus ft ee eg mance 


SOLD ONLY THROUGH THE TRADE 


| aenew FASTENER COMPANY, (NC. 
One Junius Street, Brooklyn 12, N. Y. 


INDIVIDUALLY PRE-PACKAGED ON COLORFUL, SKIN-PACK, PILFER-PROOF 
DISPLAY CARDS FOR FAST TURNOVER AND EASY SELF-SERVICE SALE: 


Pioneers and Pacesetters for over a Quarter Century 
For Details Circle 15 on INQUIRY CARD 
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IN RAPIDSEAL CAST BRONZE AND 


Tol m=) 41 -releoll.b am —)-1 4-1-1 01-1 ae be ll et 


To satisfy every preference and need, Grabler offers you both CAST Bronze and WROT Solder- 
Joint Pressure Fittings. And, to help you—each type is available in sturdy and convenient 
easy-to-handle cartons. Actually you will be paying less for Grabler Rapidseal Fittings because 
‘packaging reduces handling—and keeps fittings clean, ready to use. Wholesalers find them easy 
to stock, easier to inventory—helps you get what you need for the job when you need it. Whatever 
your choice—CAST or WROT, ask your wholesaler for GRABLER Solder-Joint Fittings—depend- 
ability that doesn't cost you a single extra cent. 


Na a-MCie-lol-aml lal -leacll ala“ OColaaley-la Amolololol siger-(el NAM Ol-1-1--la\e MoMA @)allo) 
ORDER FROM YOUR WHOLESALER 


GRABLER 


SQUARE GEE — The Symbol of Quality — Service — Distribution 














WAREHOUSES 
PROVIDING New York Boston Cincinnati St. Louis Minneapolis 
DEPENDABLE Philadelphia Atlanta Dallas Detroit San Francisco 
SERVICE TO New Orleans Pittsburgh Chicago Denver Los Angeles 


WHOLESALERS 








NEW OPTIONAL REEL FEATURE 
MAKES TUBBS ROPE 
MERCHANDISING RACK MORE 
VERSATILE THAN EVER 


TAKES ONLY 35 INCHES 

OF FLOOR SPACE... 
HOLDS 160 LBS. ROPE 
TYPICAL DISPLAY COMBINATIONS 





= 


8 | 
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POLYETHYLENE 




















YOU RS 10 USE New last year, Tubbs Rope Merchandising Rack now offers a newer optional feature 


rope reels — another profitable way for you to display and dispense Tubbs Cordage 


products. Manila, Nylon, Dacron, Polyethylene and Polypropylene rope is available 
FO nz GREATER ALE in this put-up in sizes from 4” dia. through %” dia. For dealers who prefer to display 


just cartons and coils, the two reel spindles can be easily removed to allow full use 


of all four shelves. 
WH EN YOU BUY Your order of $100 or more of Tubbs Rope will start this rack selling in your store. 


Order now from your distributor and your rack and rope will be shipped prepaid 


+100 OF ROPE direct from the factory at once. Or write to Dept. H. 


MAIN OFFICE: 200 BUSH ST., SAN FRANCISCO 4, CALIF (A088, 
OTHER OFFICES: SEATTLE * PORTLAND * LOS ANGELES [ROPE - TWINE, CORDAGE 
NEW ORLEANS * HOUSTON * CHICAGO + NEW YORK OY, COMPANY 


MILLS AT SAN FRANCISCO AND ORANGE, CALIF.; SEATTLE, WASH. 
For Details Circle 17 on INQUIRY CARD 
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WEBER SUPPLIES EVERYTHING BUT THE STOCK 
planning -« design « layout ¢* manufacturing ° installation 
A Weber installation must be seen to be appreciated. If you’re disenchanted with your 
present display facilities, they are probably mis-matched, uncoordinated, outdated and in- 
adequate. This is the time to have your Weber distributor show you how Weber Displayline 
Fixtures quickly, easily, and inexpensively overcome every one of those obstacles to increased 
business. It costs you nothing to learn what Displayline can do for your hardware store. 
And when you do find out, you’ll be doubly gratified to see how efficiently Weber takes 
over the entire job. When Weber hands you the key to your front door, all you’ll have 
to do is stock your Displayline fixtures and listen to the merry tune of your cash register. 


Call or see the Weber representative nearest you | Dealer-Distributors wanted in several choice areas 


WEBER SHOWCASE & FIXTURE CO., INC. 


NAT’L SALES & MFG. PLANT FACTORY SALES & SERVICE SALES & MFG. PLANT 
5700 Avalon Blvd. 1367 South Figueroa St. 1340 Monroe Ave., N. W. 
Los Angeles 11, Calif. Los Angeles 15, Calif. Grand Rapids 2, Mich. SINCE 1898 


ADams 2-4111 Richmond 8-2388 EMpire 1-7341 
For Details Circle 18 on INQUIRY CARD 
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By RALPH W. CROSBY 


Chilton News Bureau, Washington, D. C. 


Growing Youth Population 
Influences Western Market 


Western businessmen must 
gear their sales more toward the 
youngster. The most rapid pop- 
ulation gains in the United 
States are being made in the 5 
to 17 age group. And this age 
group is growing fastest in the 
West. 

The U. S. Census Bureau, in 
a new report on age groups and 
where they live, says Alaska has 
the largest proportion of young- 
sters. Thirty-four per cent of 
Alaskans are in the 5 to 17 age 
group. Among the other states 
with unusually high proportions 
of youngsters are New Mexico, 
30 per cent, and Arizona and 
Utah, each over 28 per cent. 

The entire West has over 25 
per cent of its population in that 
5 to 17 age group. No individual 
Western state has less than 24 
per cent. 

A decade ago the 5 to 17 age 
group was only 19 per cent of 
the Western population. The 
most rapid gains in child popu- 
lation are occurring in Alaska 
and Nevada. The 5 to 17 group 
grew 135 per cent and 122 per 
cent, respectively, in those states 
in the past 10 years. 

Some other important trends 
outlined by the Census Bureau: 

*There are 3.6 million more 
children under 5 and 10 years 
ago. This is a rise of 22.5 per 
cent. In the Spring of 1960, chil- 
dren will be entering the school- 
age category at the rate of 4 
million a year. 

*Number of youths aged 14 to 


20 


17 increased by nearly 3 million, 
or 30.7 per cent. The downward 
trend in the size of college-age 
people (18-21) has ended, and 
the curve is up again. 

So, Westerners should keep 
track of this huge market. As 
this group gets bigger and grows 
older, businessmen should plan 
their buying and sales accord- 
ingly. It’s a tremendous poten- 
tial. 

But, while you’re at it, don’t 
forget the oldsters. Persons 65 
and over are rapidly increasing 
in numbers, too. Though they 
don’t represent the market 


youngsters do, this oldster group 


gained 3.2 million, or 26 per cent, 
in the past 10 years. 

CREDIT hearings going on in 
Washington prove you don’t 
have to look hard to find cases 
in which the consumer has been 
gypped by credit mongers. 
Nobody denies it, but what does 
it prove? ... Says Sen. Paul 
Douglas, Dem., Ill., who is pro- 
posing legislation to require full 
disclosure of interest and finance 
charges on consumer loans: 
“Our objective is to strip the dis- 
guises that hide or distort the 
true price of credit.” But no- 
body is mentioning the effect of 
such legislation on reputable 
dealers. .. . Merchants could be 
forced to refuse to offer credit 
terms, which would do far more 
damage to the nation’s economy. 

WESTERN businessmen are 
still fighting the new, 10 per 


cent higher Alaskan freight 
rates. . Federal Maritime 
Board continues investigation. 

. Hearings scheduled for July 
12 in Seattle and July 21 in 
Anchorage. 

* od ok 

GOVERNMENT housing ex- 
perts are still optimistic about 
the prospects for new home con- 
struction this year... . If they’re 
right, it looks better for builders’ 
hardware sales... . They say the 
outlook for gradually easing 
money and credit conditions this 
Spring should jog builders. 

m oa * 

PROPONENTS of federal fair 
trade bills have to do some hard 
legislative spade work to keep 
fair trade alive. .. . Supreme 
Court ruled that a manufacturer 
was barred by antitrust law from 
taking active steps through dis- 
tributors to fix minimum resale 
prices at the retail level... . The 
U. S. Justice Department looks 
on the ruling as a death blow 
to fair trade legislation. ... Rep. 
Oren Harris, D., Ark., urges bus- 
inessmen to press for passage of 
H. R. 1253, his fair trade bill. 

* % * 

THE SUPREME COURT is 
being asked to strike down state 
“blue laws” restricting Sunday 
Sales. . . . Most action on East 
Coast where blue laws date back 
many years. ... Western busi- 
nessmen facing Sunday compe- 
tition should keep their eyes on 
this. 

% % x 

WESTERNER in the news 

. Washington Sen. Henry M. 
Jackson has been named a mem- 
ber of the Outdoor Recreation 
Resources Review Commission. 
He fills a vacancy created by the 
death of Senator Neuberger. 
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NEW PRODUCTS 





HOME GARDENERS will appreciate 
dry packaged pesticides, fungicides 
and insecticides by Ortho. Foil pro- 
tected boxes keep product dry and 
will not break open at corners.— 
California Spray Chemical Corp. 

For Details Circle 116 on INQUIRY CARD 


HEAT-MASSAGER can be used as 
heat pad only or as automatic mas- 
sager. Together, it gives heat and 
massage. Can be wrapped around 
arm or leg or contoured to body.— 
Cory Corporation 

For Details Circle 117 on INQUIRY CARD 


: 
KILL MOSQUITOES with “Yellow 
Label Kil.” Designed for sole purpose 
of mosquito control. Residual-type 
spray contains both DDT and pyre- | 
thrum extracts with Glycol and heavy | 
oil.—Kil, Inc. 
For Details Circle 118 on INQUIRY CARD 
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Together with Epoxy Resins 


THERE’S ONLY ONE BRAND TO BUY... 


when it comes to epoxy glues ... and that’s the DURO-PLASTIC 
brand. Our new E-POX-E GLUE joins the ranks of the nation’s 
fastest selling fix-it line ... DURO-PLASTIC ALUMINUM, PLASTIC 
RUBBER, PLASTIC MENDER, Liquid STEEL, PLASTIC PORCELAIN 
REPAIR, handy-patch, rust REMOVER and CHEMSTEEL. E-POX-E 
GLUE gives you the world’s strongest adhesive in two easy 
to use 2 oz. tubes. 


Order E-POX-E GLUE (EPX-1) 
from your DURO-PLASTIC distributor 


THE WOODHILL CHEMICAL CO. 


1390 E. 34th STREET ° CLEVELAND 14, OHIO 
In Canada: 840 Montee De Liesse, Montreal 9, Quebec 


“The Nation's Only Mother-in-Law Approved Line’ 


For Details Circle 19 on INQUIRY CARD 





CITY STORE HAS COUNTRY FLAVOR 


Moiliili Building & Materials 
Honolulu, Hawaii 


Honolulu Store Makes Success of Old- 
Fashioned Service and Modern Merchan- 
dising .. . Charge Accounts and Delivery 
Service Offered to Customers .. . Store 
Caters to Home Owners and Co-op Apart- 
ment Owners. 


OILIILI Building and Ma- 
terials, a small country-type 
store in Honolulu, Hawaii, was 
established 16-years ago by a 
contractor, James Yonemura. 
His store now provides hard- 
ware for the entire residential 
area surrounding Honolulu. The 
: store has 200-charge accounts 
ONE OF STORE’S THREE OWNERS is Elsie Ishizu. 


and buzzes with customers every 
When not busy with customers, she keeps statements cur- yl c e y 
rent for 200-charge account customers. wig di 


Yonemura has been so suc- 
cessful that he has retired and 
taken a trip to Japan. He leased 
his store to his stepson and 
daughter, Richard and Elsie 
Ishizu, and Setsu Kishi. These 
partners have plans to extend 
the present 900-square feet of 
hardware space back an addi- 
tional 625 square feet into the 
present lumber warehousing 
space. 

Richard Ishizu attributes the 
success of their store to its 
friendly “country” store at- 
mosphere. Other important fac- 
tors are ample parking, its cen- 
tral location on a main arterial 
between Honolulu’s southern 

and eastern expanding residen- 

mK See Sk F a a) tial areas; its charge accounts 
CUSTOMER BROWSES as Richard Ishizu, one of store owners, gives pointers and its delivery service. Years 
on electric plugs for use in home. of devoted personal service to 
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customers, who are treated more 
as friends than clients can not 
be overlooked, either. For ex- 
ample, the store is open half- 
day on Sunday so that working 
men may come in on their day 
off to shop. 


This store and warehouse 
cover one-half an acre and sup- 
ply customers with lumber, tile, 
sand and building materials yet 
finished hardware is the largest 
percentage of their sales with 
paints and tools figuring high 
in importance. 

Glass counters running down 
the length of the store present 
customers with an easy view of 
merchandise while peg boards 
display a well stocked selection 
of tools. Paints line wall coun- 
ters. Ishizu feels the glass 
counter is preferable to shelves 
for hardware. They eliminate 
the necessity for customers to 
stoop over and examine items on 
inaccessible, lower shelves. Cus- 
tomers can easily walk down the 
length of the store, looking 
rapidly into counters on either 
side to find a desired item. Many 
times they will see something 
else they may need which might 
not have occurred to them. 

Moiliili Building and Ma- 
terials customers usually come 
into the store from work or in 
work clothes from home. They 
may have been repairing or 
painting at home and feel at 
ease in the store’s unsophisti- 
cated atmosphere. The store’s 
full, front windows display 
pails, hose, lawnmowers, boots, 
and garden sprays, while wheel- 
barrows and ladders stand out 
on the sidewalk in front of the 
store. Windows are topped by 
large, white lettering on a black 
background advertising: GAR- 
DEN TOOLS; PAINT AND 
HARDWARE; LUMBER AND 
ROOFING; CEMENT, SAND 
AND ROCK; PLUMBING SUP- 
PLIES AND APPLIANCES. 
These signs are visible to pass- 
ing highway traffic. Ishizu does 
not advertise in the newspapers, 
although he feels that this is 
necessary and will do so when 
their new investment has been 
paid. 

Construction has been one of 
the sharpest spurs to Hawaii’s 
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rocketing economy climbing to 
$180 million in 1959, with an 
expected $200 million in 1960. 


Honolulu has entered national 
records, ascending to third 
country in the West in construc- 
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FRONT ENTRANCE faces busy street leading from Honolulu city center to 
residential areas. Ample parking is available at side of store. Part of ware- 
house area will be used in expanding store in near future. 





TOOLS RANK HIGH in sales. Wall display of perforated board in rear of 
store allows customers to serve themselves. 
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tion of dwelling units for No- 
vember, 1959. This surge of 
building activity has quite na- 
turally been reflected in hard- 
ware sales. For example, five 
new apartment houses recently 
built and in construction near 
Moiliili Building and Material’s 
store have increased their ex- 
panding sales. Residents, in a 
middle income group, often are 
cooperative apartment owners, 
most are _ do-it-yourselvers, 
which helps insure a profitable 
year ahead for this sage and 
well established firm. 





CUSTOMERS ARE ENCOURAGED to poke about store for special items. 
Glass top show cases keep items in the open. 





Free Vacation With Purchase 


No Gimmicks in Promotion 
Brings Increased Sales 


Pehrson Hardware & Appliance 
Salt Lake City, Utah 


The Pehrson Hardware and 
Appliance stores of Salt Lake 
City greatly stimulated sales 
with an unusual offer. During 
a three-day sale recently, a free 
vacation of four days for two 
persons was given away with 
purchases of $199 or more. The 
vacations were flying trips to a 
Las Vegas, Nevada, hotel. 

“The Las Vegas vacation of- 
fer brought us the biggest sin- 
gle sales increase of any recent 
promotion at any of our three 
stores,” said store officials. 

The four-day holiday, it was 
pointed out, had to be spent at 
the hotel before April 15. 

Advertising was used in local 
newspapers to help promote the 
sale. Copy in the ads read: “No 
contests ...no drawings... no 
price increases with this won- 
derful bonus offer.” 

Price of items listed in the 
ads were included such as the 
following: $199.95 with trade-in 
for Model 402S G.E. push-but- 
ton deluxe range; $219, with 
trade for Model WA753T G.E. 
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“The free vacation with pur- 
chase brought us wonderful re- 
sponse,” say company officials, 
“so much response that we’re 
thinking of trying it again some 
time.” 


washer-dryer; and $219, with 
trade for Model 21C3439 G.E. 
console television set. 





UNUSUALLY COLORFUL “WINDOW MERCHANDISING” was used in 
advance of the spring redecorating season, at Standard Lumber & Hardware 
Company, Denver, Colorado. The idea built advance sales of exterior and inte- 
rior paint. As shown, Joseph Scavo, store manager, utilized three Peg Board 
panels, to make up a huge wall, 14 feet long by eight feet high. Suspended 
on the wall were 18 one-gallon cans of a popular quality line of paints. Each 
can was on a 4-inch steel bracket, fitted into one of the Peg Board holes. The 
framework of the panel was 20-shining steel roller trays and rollers, at top 
and bottom. A sign in the center offered as an early buying incentive, a free 
roller tray with one-gallon or more of paint. The window was lighted through 
the night hours on busy Federal Boulevard, one of the most heavily-trafficked 
cross town streets in Denver. The big panel display began getting immediate 
results, Scavo indicated. It was responsible for a healthy volume of paint sales 
before the usual spring season. 
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EYE-CATCHING SIGN in front of store stops traffic. 


THIS DEALER GIVES STAMPS... 


Green, Red and Purple Postage Stamps... 
New Idea Appeals to Customers... 
U. S. Post Office is "Redemption Center" 


REMINDER SIGN reminds customers of stamp plan. 


Hultgren's Paint & Hardware 
El Cajon, California 


FFERING premium stamps to customers for 
their purchases may not be new to the hard- 

ware retailing field. But when a dealer takes this 
basic idea and gives it a twist of originality, the 
result is very likely to be something fresh and 
new. It is bound to gain him, and his business, a 
good measure of distinction in his customers’ 
eyes. 

Such is the case at Hultgren’s Paint & Hard- 
ware, 1077 E. Main St., El Cajon, California. 

“Formerly,” says Fred Livermore, the store’s 
manager, “we gave the usual premium stamps on 
purchases. We found after a while that customers 
were losing interest in these premium promotions. 
There were too many different stamp deals con- 
tinually cropping up.” 

It was from this observation that the Hultgren 
organization began to evolve their idea for a 
premium stamp promotion—but one which was 
designed to be different! The result of their 
brainstorming is what they like to call “The Post- 
age Stamp Incentive Plan.” 

Basically, the plan works similar to other pre- 
mium stamp deals. Three cents on the dollar is 
figured on every purchase made. But there the 
similarity ends. The customer soon learns that 
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the stamps he is given are not to be pasted in a 
book. Rather, the stamps can be used to mail a 
letter or put in a wallet for future use. 

“At first,” Livermore points out, “customers 
didn’t look at the postage stamps we were giving 
them. They would say, ‘don’t bother, I don’t save 
them.’ That’s when we got busy and had a sign 
made which we prominently display in front of 
the store.” 

A red and blue sign announces Hultgren’s dif- 
ferent approach to premium stamp promotions. 
Lettered in the style of the U. S. Post Office the 
sign is trimmed with a border pattern readily 
associated with air mail envelopes. 

“The idea appeals to everyone,” Livermore says. 
“Customers like it when we tell them ‘your mail- 
box is our nearest redemption center.’ ” 

In line with the postage stamp incentive plan, 
Hultgren’s practices a regular ‘cashing out pro- 
cedure.’ Purchased items are put on the counter 
at the check-out table, where whoever is waiting 
on the customer points to a sign overhead. The 
sign is designed to remind the customer of some 
items he may have forgotten. It’s an easy matter 
to run through either part or all of the list verb- 

(Continued on Page 30) 
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AN OVERALL LOOK AT THE HARDWARE INDUSTRY 


e ee Wholesaling, Retailing and Manufacturing 


HIS world of ours is ever 

changing and the Hardware 
Industry, being a part of it, is 
no exception. It occurs to me 
that it would be of interest to 
take a look at the Industry and 
see whether the progress, or 
lack of it, is to our liking. 


One of the main reasons I 
would like to look into this is 
because the health and welfare 
of the retailer and wholesaler 
are, of course, a major concern 
to manufacturers as well as to 
the Industry as a whole. This 
is as it should be. 


However, I feel that only one 
side of the coin is examined in a 
very critical and a very thor- 
ough manner. Where there is 
effect, there must be cause. 


Much is made of the depar- 
ture from the scence of a num- 
ber of wholesalers. Not too long 
ago I analyzed the records of 
The National Wholesale Hard- 
ware Association and found that 
in a 10-year period some 20 
member wholesalers for various 
reasons had liquidated, sold out 
or otherwise left the field. In 
that same 10-year period, 20 
wholesalers had joined the asso- 
ciation. Some of the volume of 
the ones who left was picked up 
by the new houses, some by 
older members and some by 
other distributors. 


THE REASONS for these de- 
partures are varied. Some were 
due to opportunities presented 
by the demand for their real 
estate, some due to the wider 
distribution of stock to non- 
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BY THOMAS A. FERNLEY, JR. 


Managing Director, The National 


Wholesale Hardware Association 


management members of fami- 
lies and their interest in buying 
something “on the Big Board”, 
some were the result of mis- 
management and a number were 
due to the estate taxes which 
have become such a problem in 
this day and age when there is 
no stock in the hands of the 
public. 


The tax situation, of course, 
is a new development of about 
30 years. 


I believe that you will find 
that practically all of the fami- 
lies involved in the sales of their 
companies are in the very well- 
off classification. Where did they 
obtain their wealth? It was in 
the wholesale hardware busi- 
ness. 


You may say “well that was 
in the past” and my only answer 
to you is that the net after taxes 
has been lower. It was lower 40 
years ago and it was excellent 
10 to 15 years ago—and there 
is no reason why it shouldn’t be 
excellent again and soon. 


I believe it is of interest to ob- 
serve that the membership of 
The National Wholesale Hard- 
ware Association totaled 302 in 
the year 1940; in 1950 the Mem- 
bership was 376 and at the end 
of 1959, the total was 377. 


Before leaving the wholesaler 
for awhile, I would like to men- 
tion that his volume of business 
in 1958 was 5.66 times the vol- 
ume done in 1935. That is an ap- 
preciable increase. 


NOW LET’S TAKE A LOOK 
AT THE RETAILER. His 


health could be better we all 
know. However, is his health 
bad? Figures which I received 
from the Bureau of the Census 
just received, look pretty vod. 
His volume in 1958 was 5.47 
times his 1935 sales which com- 
pares favorably with the whole- 
saler’s increase. 


Then, using the same Bureau 
of the Census figures, we find 
that in 1929 the retailer of 
hardware did 1.46 per cent of 
the sales of all retail stores. In 
1933—1.24 per cent; following 
World War II, the figure rose to 
1.90 per cent in 1948, and grad- 
ually came down to 1.32 per cent 
in 1958. With all of the reported 
excess spendable income, I con- 
sider the later figure a good one 
—but I could be wrong. 


I do not have figures on the 
number of retailers who have 
gone out of business or the num- 
ber who have entered the busi- 
ness so I cannot give you that 
comparison. 


MANUFACTURERS — So 
far I have dwelt on the whole- 
saler and the retailer. With so 
much talk generated by the sale 
or liquidation of wholesalers, I 
wondered what was the situa- 
tion with respect to our manu- 
facturing friends. The 1959 
membership directory of the 
American Hardware Manufac- 
turers Association when com- 
pared to the 1949 membership 
directory reveals some very in- 
teresting information — even 
though I have done this very 
hastily. 
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In the first place, there were 
385 members of that organiza- 
tion in 1949. About 30 per cent 
of that number are not listed or 
are listed differently in the 1959 
Directory—some of these may 
have been bought by others— 
but they are not listed in the 
same fashion as in 1949. That is 
quite a sizeable percentage. 


Now, let’s take a look at the 
present membership of the Am- 
erican Hardware Manufacturers 
Association. If their Membership 
changed 30 per cent, what now? 

First, I would asume I am cor- 
rect in that manufacturers join 
the American Association pri- 
marily to contact wholesalers of 
hardware. This interest in sell- 
ing through wholesalers then 
should be reflected in either 
larger membership due to great- 
er interest or smaller member- 
ship based on lack of interest in 
the wholesaler. 


Well, the figures would indi- 
cate that the wholesaler is of 
greater importance. When we 
take into consideration the 30 
per cent change in the 385 mem- 
bers in 1949, we find that about 
200 new members have been en- 
rolled with the total in 1959 at 
461. So, Mr. Wholesaler is a real 
factor with those manufacturers. 


Now if these figures are cor- 
rect, I think that the manufac- 
turers should give the whole- 
salers due consideration as an 
important and vital outlet. They 
should recognize the value of the 
services performed and compen- 
sate the wholesalers for them. 
Where new types of outlets per- 
form lesser functions, this to my 
mind should be taken into con- 
sideration. If these lesser func- 
tions are all that is needed, the 
manufacturer should come out 
and say so. 


One area I think of is the 
elimination of salesmen. If sales- 
men are unnecessary, you would 
think that our manufacturing 
friends would be the first to 
eliminate them in their own or- 
ganizations. And if warehous- 
ing, which is costly to the whole- 
saler, is not necessary and can 
be replaced by drop shipments, I 
would think this could be an 
openly announced and advocated 
arrangement. 
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Extra 
Sales By 
Demonstrating 


Fairway 
Colorado Springs, Colo. 


64@ HOWING the customer in- 

stead of telling her’ is the 
most direct route to greater 
housecleaning supply profits, ac- 
cording to the Fairway, hard- 
ware store in Colorado Springs, 
Colorado. 

Since the big Colorado hard- 
ware store went into a program 
of continuous demonstration 
during the spring months on 
housecleaning items, the depart- 
ment has been more than dou- 
bled in size. It is shortly due 
for still another expansion, ac- 
cording to the management. The 
secret? “Just the sort of active 
demonstration which women can 
appreciate at a glance.” 

A PLATFORM, 4x5 feet, is 
used for demonstrations just in- 
side the entrance. It also dou- 
bles in brass as a “stage” for 
active demonstration on tables, 
pieces of furniture, etc., and as 
a “floor” for demonstrating rug 
cleaners and floor polishes. A 
single bright spotlight directly 
above provides illumination. 

During the entire spring sea- 
son, from mid-March, until sum- 
mer, there is always a demon- 
stration in progress, carried out 
on an extemporaneous basis by 
salespeople. Typically, the Colo- 
rado Springs hardware _ store 
borrowed a 4x3 foot remnant 
of carpet for demonstrating a 
new rug shampoo outfit. A cash- 
ier from the nearby toy depart- 
ment was kept busy with such 
demonstrations. Similarly, the 
same employee was used to dem- 
onstrate a liquid scratch filler 
for furniture, an easy - to- use 
window cleaner and a wallpaper 
cleaner. 

THE KEY TO SUCCESS has 


DEMONSTRATION STAGE is 4 x 5 
foot platform. Rug remnant is being 
shampooed. Furniture is polished 
with other demonstrations. 


been “letting the customer try 
it for herself.” The elevated plat- 
form provides plenty of space for 
several customers to watch si- 
multaneously. The Fairway has 
made a humorous, pleasant expe- 
rience for housewives who try 
out such housecleaning items for 
themselves. Once “the ice is 
broken” by the first housewife, 
the rest of them will usually 
pitch in and try their luck. The 
net result has been complete sell- 
outs in many instances, and a 
constant build-up in the sale of 
every housecleaning item. 

EXCELLENT COOPERA- 
TION is received from distribu- 
tors and manufacturers, who 
willingly supply most anything 
the store needs for such demon- 
strations. Included have been 
elaborate booths, built on the 
platform, uniformed demon- 
strators, and all of the necessary 
samples of the product to carry 
out complete demonstrations to 
hundreds of people. 
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Newspaper Ads Spur Mower Sales 


Advertising Stresses Power Mowers for Father's Day 
Gifts .. . Demonstration Mower is Used to Close Many 


Sales . 


. . Advertising Pulls In Mower Prospects Early 


in Season .. . Gift Wrapping Mower Plus Delivery Builds 


Goodwill 


UTTING heavy. emphasis on power lawnmowers 

as “ideal gifts for Father’s Day” has sold as 
many as 40 extra mowers per year for Fairfax 
Hardware, in Denver. 

The family can “kill two birds with one stone” 
by giving a power lawnmower which would likely 
be purchased anyhow as a family necessity. This 
has been a powerful asset in selling mowers 
priced at $119.50, according to the Fairfax man- 
agement. “We are constantly selling lawnmowers 
as gifts which the housewife had planned to buy 
later on in the same year” it was pointed out. “In 
this way, the gift atmosphere makes it possible 
to sell top quality, better-priced mowers now. If 
the purchase was left for later on, the family 
might very well shop for the lowest possible 
priced machine.” 

For that reason, the Denver hardware store 
gets an early jump on Father’s Day with a 2- 
column, 4-inch display ad, run each weekend, 
until Father’s Day arrives. Each ad shows a cut 
of the featured lawnmower and the headline “To 
Make Dad Proud and Happy!” The copy below 
points out that the mower offers the finest in 
motorized ease and convenience, plus a type for 
every need. Mentioned is the fact that trade-ins 
will be accepted, and that easy terms are avail- 
able. 

The latter notation is extremely important, 
Fairfax Hardware Company has found. Many 
gift-givers unashamedly set up a time payment 
contract, and pay for the mower “out of the bud- 
get” over as much as a year’s time. Far more, 
however, pay immediate cash for the purchase. 

RUNNING THE DISPLAY AD at least four 
times during the five weeks before Father’s Day 
provides plenty of “repeated suggestion” to bring 
wives, or sons and daughters of Denver fathers 
around to look into the purchase. One machine is 
kept fueled ready for quick demonstration, on the 
lot at the rear. This is an important point, Fair- 
fax Hardware Company’s management has found. 
Many of the younger sons and daughters who 
have come in to buy a mower as a gift know that 
they will be operating it themselves, and want 
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Fairfax Hardware 
Denver, Colorado 


to be sure that they can handle it effectively. The 
demonstration often serves as a “clincher” where 
the prospect has been the least bit hesitant about 
the purchase. 

Finally, Fairfax Hardware Company gives the 
customer the benefit of “surprise delivery.” The 
mower is delivered with gay gift wrappings and 
ribbons on Father’s Day if desired, or at a time 
which permits the family to sneak it into the 
house, where it can be concealed out of sight. 

NET RESULTS ARE a thoroughly healthy 
extra sales volume. It also provides an opportu- 
nity to demonstrate top quality mowers to pros- 
pects who may come back to buy a machine dur- 
ing the summer months, even if they decide 
against making the gift purchase “right now.” 





TO MAKE A DAD 
PROUD AND HAPPY! 


BUY HIM A JACOBSEN-— 


THE FINEST IN MOTOR- 
IZED EASE AND ‘CON- 
VENIENCE — A TYPE 
FOR EVERY NEED. 

TRY US FOR 

, LONG TRADES 

BR AND EASY 


FAIR 


East Colfax at Fairfax FR. 7-2725 











WEEKLY NEWSPAPER AD sells power mower as gift 
for Father’s Day. Ad runs each weekend for several 
weeks prior to the holiday. Ad is two-columns wide and 
four-inches deep. 
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Dead Area Becomes 
Live Barbecue Corner 


Heale Hardware Co. 
Temple City, Calif. 


HE Heale Hardware Co. of Temple City, Calif., 

removed a perpetual dead spot in the store’s 
sales area and stimulated barbecue and outdoor 
living product sales. This was done with the erec- 
tion within the store of an attractive and inex- 
pensive “‘barbecue patio.” 

“The front corner of our store was always a 
dead area saleswise,” explains Mrs. Dorothy 
Heale. ‘Despite the fact that our 5000 sq. ft. store 
has an all-glass front, the location of the front en- 
trance at one end of the store kept traffic from 
the other end. We had to do something to liven 
up that dead corner.” 

Mr. and Mrs. Heale, anxious to move into the 
barbecue market in a bigger way, decided to 
bring the front corner of their store to life with 
the dramatic addition of a “barbecue patio” where 
an extensive line of barbecue equipment and ac- 
cessories would draw attention to that part of 
the store. 

TO KEEP COSTS down and still retain an 
authentic appearance, the Heales designed a 
“barbecue patio,” complete with a redwood patio 
cover, that could be fabricated in a cabinet shop 
and moved into the store. 

“The whole job cost less than $100,” reports 
Mr. Heale. “The fireplace and all the cabinets 
were made of inexpensive fir plywood. After we 
moved the whole unit in and suspended the patio 
cover from the ceiling with heavy wire, we cov- 
ered the barbecue with wallpaper having an 
authentic brick pattern.” 

In appearance, the effect was dramatic. The 
massive glass and wall area that formerly frus- 
trated their best merchandising efforts provided 
ideal lighting and background for the Heale’s 
brick and redwood patio and barbecue. 

IN TERMS OF SALES, the result was even 
more inspiring. Following a barbecue open house 
during which professional chefs demonstrated 
various barbecue items, the former dead corner 
became the busiest part of the store. It is a traffic 

(Continued on Page 30) 
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SERVING TRAYS as well as wooden ware and chef’s 
garb are profitable along with major barbecue items. 


BARBECUE SECTION with 12-foot wide redwood 
canopy. What was a dead corner is now a busy spot. 


Shelves are 
stocked up to canopy. Brass trays hang from canopy edge. 
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HARDWARE PACKAGING COMMITTEE 
..» MAKING PROGRESS 


HE Hardware Packaging Com- 
mittee held its quarterly meet- 
ing in March at the Packaging 
Institute Headquarters, 342 
Madison Ave., New York, N. Y. 


Fourteen members, mostly 
manufacturers and wholesalers, 
were in attendance and dis- 
cussed hardware packaging 
problems. The remarks as noted 
on the copy of the minutes are 
very interesting and show that 
there is great need for more 
common understanding of hard- 
ware retailers’ needs. 

William H. Drews, vice chair- 
man, took charge of the meet- 
ing, and paced the discussion 
with definite questions about 
packaging. 

The following are some of the 
questions and the remarks made 
in answer. 

Q. Should manufacturers 
“card package” where possible? 


A. Definite trend toward such 
merchandising . . . especially 
impulse items. 


A-Carded hardware items 
should not only be designed 
for Peg Board but also to fit 
in bins. Cards should be uni- 
form both from a manufac- 


turer’s and an industry 
standpoint. Unit pricing is 
good, however on small list 
items decimal packaging is 
not advantageous. Both 
wholesaler and manufacturer 
lose 16 portion of former 
sale. 


A-Original impetus to change 
to decimal packaging came 
from desire to change gross 
to 100. Ten instead of 12 
was natural adjunct. We pre- 
fer decimal, easier for stock 
clerks and also would be 
easier to extend for those not 
equipped with mechanical 
tabulators. 


Q. Is there a minimum size 
for the card in carded merchan- 
dise? 

A-There is a definite minimum, 
determined by what is nec- 
essary to be seen. However, 
no minimum yet adopted or 
prescribed by an organiza- 
tion. There should be general 
standardization of all indi- 
vidual carded items. 

DISCUSSION ON SELF 
SERVICE— 


1—I believe hardware products 
are suffering due to lack of 


self service treatment. Super- 
market products are designed 
not only to attract customers 
but to fit within the con- 
sumer’s concept for that 
product. Soup is expected to 
be in a can, etc. Hardware 
packaging, by comparison, 
is chaotic! 


2—Cannot agree, consumable 
items cannot be compared to 
items not consumed. 


1—Mark my word, the consumer 
is becoming conditioned to 
self - service. Check - out 
counters will become common 
in the hardware field. 


2—Check - out counters have 
been tried in the hardware 
field, however, there are too 
many hardware products 
that have to be sold. Look 
at manufacturers’ advertis- 
ing expenditures. 


1—I don’t believe you have to 
pre-sell self-service products. 
A good product, well pre- 
sented, will sell in self-ser- 
vice. 

The Hardware Packaging 
Committee would certainly ap- 
preciate getting comments from 
hardware retailers in the West. 
Here is your chance to express 
your opinions about packaging 
in relation to size, standardiza- 
tion, importance of self-service 
appeal, etc. Address all your 
communications to the editor of 
HARDWARE WORLD, 1355 Market 
Street, San Francisco 3, Cali- 
fornia. They will be forwarded 
to the Committee Chairman. 





Barbecue Corner, Cont. from Page 29 
stopper for shoppers walking the sidewalk in 
front. 

“Our barbecue sales have doubled,” states store 
owner Heale. “Most important, the increase has 
come at the expense of an almost useless part of 
the store rather than cutting into another high 
volume department.” 

Both Mr. and Mrs. Heale report that a less 
tangible effect has been experienced in other de- 
partments as a result of the attractive “barbecue 
patio.” Shoppers, who are encouraged to come 
into the store for a closer look at the barbecue 
display, invariably shop through other areas of 
the store. 
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This Dealer Gives Stamps, Cont. from Page 25 
ally. The sales person closes with the phrase, 
“You know, sir, we give U. S. postage stamps on 
all purchases you make in our store.” 

“This serves a double purpose,” comments 
Livermore. “It’s not only an additional chance to 
once again focus the customer’s attention on our 
postage incentive plan, but also catches extra 
sales. It makes customers think whether they’ve 
forgotten anything.” 

This Southern California dealer has proven 
there is still a carload of promotional value at- 
tached to premium stamps—especially when they 
are backed by one of the world’s strongest insti- 
tutions—THE UNITED STATES POST OFFICE. 
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TOYS for Young & Old at N. Y. Toy Fair 


, lo cemtemesay by the Toy Man- 
ufacturers of the U.S.A., Inc., 
the 57th annual Toy Fair in New 
York presented fascinating toys 
for children and adults alike. 

Charles S. Raizen, president 
of the Toy Association, stated 
that this year’s show was an out- 
standing affair. An air of confi- 
dence and enthusiasm was in the 
air, Raizen said, resulting from 
the completion of the best year 
in the history of the American 
toy industry. He stated further 
that all concerned were confident 
that the 1960 toy prospects point 
toward a prosperous and pro- 
ductive year. 

New items seen for the first 
time at the fair included “Model 
Motoring” in HO scale. Elec- 
tric powered cars and trucks on 
roadways are offered in addition 
to model railroading. For prank- 
sters, the “Disappearing Ink 
Squirter” puts ink on shirt or 
hand and disappears seconds 
later. Little girls will yearn for 
three-foot high dolls. They walk 
and talk. The talking doll is 
Chatty Cathy, who is 20 inches 
high. A pull of the magic ring 
and she talks like a real girl. 
She says 11-phrases at random. 
Games are in vogue and they 
come in all descriptions. ‘“Un- 
dercover — the Game of Secret 
Agents” has players map escape 
routes, wear Infra-Scope gog- 
gles to simulate night travel and 
trust friendly underground 
workers to guide them through 
enemy defenses. New games for 
children and adults are “Gettys- 
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burg,” “Tactics II” and “U- 
Boat.” Players can refight fa- 
mous Civil War battles, com- 
mand a modern Army Group or 
direct a Destroyer Escort against 
Fleet Submarines. Science toys 
seen are the “Whirling Worlds” 
mobile for five year olds and up. 
Materials for assembling the 
sun, earth, planets and moons 
are included. Another astronomy 
lesson made easy is a large-scale 
jig-saw map of the constella- 
tions. Children get practice in 
learning to spot familiar star 
groups by putting the puzzle to- 
gether. Portable Laboratories 
are new science kits which have 
a simplified electronic brain, ul- 
tra-violet laboratory or a device 
to detect atomic radiation. 


COMING TOY EVENTS 


IN THE WEST 


WESTERN TOY SHOW SET 
FOR MAY 22-25 


SAN FRANCISCO— Western 
Toy, Juvenile & Wheel Goods As- 
sociation celebrates its 5th an- 
nual market, May 22-25. Accord- 
ing to Jack Jackson, president 
of the association, the Western 
Merchandise Mart show prom- 
ises to be the most colorful event 
in the association’s short but 
highly successful history. 

All important toy and juvenile 
lines including the major cate- 
gories of games, juvenile furni- 
ture, wheel goods, dolls, stuffed 
animals, hobbies, and playground 


In This Section .. . Dealer 
Turns Drab Entrance into 
Tunnel of Toys . . . Two 
Dealers Use Different Ap- 
proaches to Toy Stock... 
Three Pages of Toy New 
Products 


equipment will be shown. 

High spot of the show will be 
the fun-filled luncheon, Wednes- 
day, May 25. Included will be 
entertainment plus TV person- 
alities, a toy sales clinic and 
valuable door prizes. Buyers and 
dealers will be greeted in the 
corridors by banners and decor- 
ations, pretty hostesses serving 
refreshments from food wagons 
and a dramatic display in the 
Mart lobby. 


SOUTHWEST GETS MAJOR 
TOY SHOW MAY 15-20 


DALLAS—The Dallas Trade 
Mart here is sponsoring a major 
toy show May 15-20. In coopera- 
tion with the Southwestern Toy 
and Hobby Association, the 
Trade Mart will present com- 
plete lines for toy, hobby and 
sports buyers. Also included will 
be infants goods, juvenile furni- 
ture and Christmas decorations. 

The more than 100 permanent 
toy lines will be augmented by 
temporary exhibits of many 
leading toy manufacturers. The 
first floor of the Trade Mart and 
the Grand Courtyard will house 
the show. After completion of 
Market Hall, future shows will 
be held in this 70,000 square 
foot exhibit building. 

A show committee of the 
Southwestern Toy and Hobby 
Association stated that an ex- 
tensive survey had been made 
of buyers in the Southwest con- 
cerning a toy show. The recep- 
tion was most enthusiastic. 
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TUNNEL OF TOYS 


Long, Space-Wasting Entrance to Warehouse is Turned 
into Money-Maker ... Customers Need Toys Every Month 
... Toy Department Has Full Time Manager . . . Lay-a-way 
Plan Brings Customers Back to Store ... Television Ad- 
vertising and City Bus Ads Help Boost Sales 


Doherty Lumber Co. 
Albuquerque, N. M. 


‘4QAREFUL attention to toys, a complete stock, 

the right kind of advertising and display, 
will make this category a money-maker for any 
dealer,” says Jerry Doherty, owner of Doherty 
Lumber Co. in Albuquerque, N. M. “But it has 
to be full time and year ’round.” 

Doherty ought to know. He took an eyesore 
and a space-waster and from it made a handsome 
profit. Each year this original conversion looms 
larger in the black when the figures are added up. 

Says Doherty: “Originally we had an old ware- 
house adjacent to the lumber and hardware sales- 
room. It had a long, low entrance to the ware- 
house and actually looked like a tunnel. People 
shied away from this hole.” 

THE TUNNEL LOOK gave Doherty the idea 
of “Tunnel Of Toys.” He converted the 20-foot 
long, six-foot wide, and seven-foot high entrance 
into a money-maker by covering the ceiling with 
canvas and advertising “Tunnel Of Toys.” The 
warehouse was changed into an attractive sales 
area and stocked with toys. 

The new setup took hold. But the tunnel did 
not have a finished look. Doherty decided the 
carnival fun-like touch was missing. He experi- 
mented. The use of plaster on the ceiling, plus 
an artistic mixture of colors to give the idea of a 
tunnel at a playground or amusement park, gave 
the atmosphere this dealer wanted for children. 


ATTENTION IS CALLED to toys featured throughout the 
year by mock entrance painted on side of building. 
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CARNIVAL OF COLOR on walls and ceiling creates fun 
atmosphere to entrance of Tunnel of Toys. 


Holes are in the tunnel sides labelled ‘Treats 
For The Kiddies” and “Santa’s Mailbox.” The 
former contains lollipops and a child dips his hand 
in and is immediately made happy. The latter 
receives letters from children writing to Santa 
Claus and is popular during the Christmas season. 
Sometimes Doherty adds an assortment of bal- 
loons to the candy collection. 
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CHECKING INVENTORY, owner Jerry Doherty found 
toys helped build sales volume for other departments. 
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TELEVISION ADVERTISING is the medium 
Doherty prefers to boost sales of toys. Very suc- 
cessful in this category is the use of a show on 
KOB-TV for children called: “K Circle B.” Run- 
ning for 114-hours daily, the emcee talks and 
demonstrates toys with the children in the audi- 
ence studio. Unusual, mechanical toys are fea- 
tured and the response in the store is tremendous. 

Another advertising medium takes the form of 
the Albuquerque city buses. “Tunnel Of Toys” 
at Doherty’s is shown on six by 12-foot cloth signs 
attached to each side of the bus. 

As the Christmas season nears, a huge electric 
train display is placed on the sales floor. It is 
eight-feet square and is kept running from Octo- 
ber 15 until after Christmas. Doherty reports: 
“It is not advisable to keep trains only at Christ- 
mas time. We find it best to stock them all year 
long and this applies to the toy department itself.” 

“IT MAKES FOR ILL-WILL to push toys just 
at Christmas time. You get people interested and 
coming in. Then when they need toys at other 


occasions during the year, the dealer has to make 
excuses that he does not have a complete stock.” 


INSIDE TUNNEL are special window displays at stag- 
gered heights with variety of toys featured for different 
age groups of youngsters. 
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EXIT OF TUNNEL is in toy department. Holes in tunnel- 
wall have signs: “Treats for the Kiddies.” Candy and 
balloons can be reached by the kiddies through the holes. 
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Astute businessman Jerry Doherty has made 
some careful studies of the toy business, both how 
it applies nationally and how it fits his own store. 
He says “As everyone knows, the population is 
increasing all the time. Albuquerque certainly is 
typical of this growth. There are more children 
and at the same time, parents are more toy-con- 
scious. Toys, of the proper type, make an ideal 
means of occupying a child while homemaking, 
social, or business duties are being carried on by 
the parents.” 

Doherty finds, too, that warehouse, storage, 
sales floor, and personnel requirements lend them- 
selves to toy promotion. All these factors are 
flexible. At Doherty’s warehouse, space is easily 
shifted to accommodate peak loads of toys prior 
to the Christmas season. “Toys actually level out 
business for us,” states Doherty. “They fill in the 
low periods we encounter in lumber and hardware. 
We can easily shift sales people from one depart- 
ment to the other.” 

“A DEALER OWES IT TO HIMSELF not to 
look upon toys as only a seasonal line. If he does, 
it will reflect in his talking and pushing of toys, 


LARGE MIRROR on rear wall gives illusion of much more 
spaciousness to department. Shopping in festive decor is 
pleasing to both children and adults. 


COLORFUL PAINT SCHEME is carried through tunnel 
into the toy department itself. Stock is carried on open 
shelves for self-service by customers. 


33 





the appearance of his shelves and stock, and in 
his sales. The volume will simply not be there. I 
insist on running the toy department all year long 
and talking and displaying toys every month of 
the year. In line with this policy we have Joe 
Sandoval, full time manager of the toy depart- 
ment. He devotes his efforts to the buying, stor- 
age, display, and selling of toys.” 

During the Christmas season eight sales per- 
sons are required in the toy department. A check- 
out stand is provided, on a permanent basis, in 
the toy department and self-service is the theme. 
Sales people are always available for assistance 
in making selections. Layaway volume begins in 
September. This is a very important phase at 
Doherty’s. ‘‘We do not look upon it as a nuisance 
at all,” points out Jerry Doherty. “In the course 
of one transaction resulting in a $25 item being 
laid away, for example, the customer may be in 
the store six or seven times. This helps us to 
build up our toy sales.” During Christmas lay- 
away, a carload of toys is earmarked this way . 

TOYS GET LARGER IN VOLUME each year 
at Doherty’s. This veteran dealer considers do-it- 
yourself and toys two promotions that fit the 
trends of the times and sources of good profits for 
hardware dealers. “I think toys a natural depart- 
ment for a hardware man,” notes Doherty. “His 
buying experience in hardware fits him to do a 
good job in buying toys. And the two lines help 
each other with impulse sales on the sales floor. 
Further, toys are a wonderful traffic builder. They 
bring in people selecting toys as gifts for parties 


MANAGER OF TOY DEPARTMENT is full-time job for 
Joe Sandoval. Three warehouses are necessary to prepare 
for Christmas toy business. 


or children who are ill, at all times of the year. 
Keeping hardware on open display enables us, at 
these times, to get a large number of hardware 
sales. I think toys are the answer to many a 
dealer’s volume and profit problems, if handled 
properly and full time.” 

STARTING FROM SCRATCH, as far as toy 
sales were concerned, Doherty’s now racks up 
more than 20 per cent of its gross sales in the toy 
department. This compares with the entire hard 
goods division of the lumber company. 

Of the toy volume secured from 2 per cent to 
3 per cent is allotted to advertising. As the sales 
increase more and more of the volume will be 
spent on advertising. 





All-Year Toy Stock Gets Volume 


Sales Volume in Toys are High at Christ- 
mas by Keeping Toy Department Open 
Year ‘Round... Toy Inventory Turns Three 
Times During Year... Best Promotion for 
Toys is to Display Basic Stock Constantly 


Arthur's Hardware 
Lynnwood, Washington 


GOOD YEAR ’round inven- 


“Our store 


located in a the year ’round. Then, people 


tory is the best promotional 
medium for toy sales at Christ- 
mas-time. 

So believes Arthur Michelson, 
owner of Arthur’s Hardware, 
Lynnwood, Wash. It’s a convic- 
tion that has built toys into a 
major department during the 
Christmas season and an im- 
portant one the rest of the year. 
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small shopping center in a com- 
munity of 6000 population,” ex- 
plains the owner. “For some rea- 
son, even tried-and-true price 
promotional advertising does 
not get results here. 

“THE BEST WAY to assure 
a good sales volume in toys dur- 
ing the Christmas shopping sea- 
son we find, is to carry them 


know we have them and come 
into our store to buy them for 
Christmas gifts.” 

There’s good merchandising 
logic in carrying toys the entire 
year anyhow, the owner points 
out. There are always birthdays 
and birthday parties. A gift for 
one child often requires a gift 
for others in the family. 
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Another occasion when chil- 
dren are eligible for gifts is 
when they are sick. Even if 
there were no Christmas season 
to build up to, toys would be 
worth stocking for these rea- 
sons, Michelson says. 

His Arthur’s Hardware has 
6000 square feet of floor space 
altogether, about 5000 of that 
in selling area. Toys are dis- 
played in the right rear corner, 
where they take up about 400 


EXPANSION OF INVENTORY for 
Christmas is doubled. Toys not sold 
during Christmas are merely put into 
stock to be sold during the rest of 
the year. No mark down loss is suf- 
fered by a clearance sale. 
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square feet of floor space 
throughout the year. At Christ- 
mas, they take up about twice 
that area. 

DOLLAR-WISE, the owner 
maintains an inventory of $3000 
to $4000 throughout the year, 
doubling that for the Christmas 
period. This investment permits 
him to carry a good basic va- 
riety including educational toys 
at all times. Christmas display 
stock goes out onto the floor in 


October. 

Altogether, the store turns its 
regular toy inventory about 
three times during the year. 
Sales in December are about 
three times sales of toys during 
the average month. 

The year ’round toy depart- 
ment also provides a sales out- 
let for many items that do not 
sell during the Christmas sea- 
son, without necessitating clear- 
ing at a loss. 


DISPLAY OF TOYS is set up in right 
rear corner of store for all-year sell- 
ing. Complete selection is available 
to customers from self-service gon- 
dolas. Pre-packaged items are utilized 
for mass display. 


FLOOR SPACE is increased from 400- 
square feet to nearly 800-feet for 
holiday selling. Wheel goods and 
other large items are suspended from 
hooks in ceiling beams for added dis- 
play area. 





Small All-Year Stock Helps Seasonal Toy Sales 


Ernst Hardware Co. 
Ballard Branch 
Seattle, Washington 


OYS are a year ’round de- 

partment but a distinctly 
minor one, at Ernst Hardware 
Company’s Ballard District 
branch in Seattle, Wash. The 
department becomes a major 
one the last three months of the 
year, when inventory increases 
vy more than ten times its nor- 
mal amount. 

That’s one reason why this 
store sells approximately $12,- 
000 worth of toys at retail, be- 
tween October 1 and Christmas. 

“We carry a stock of only 
$300 to $400 in toys through- 
out the year,” explains store 
manager H. Bjoraanesset. 
“That’s enough to satisfy our 
normal requirements and let our 
customers know we’re in the toy 
business. That’s quite important 
for any dealer who hopes to 
have satisfactory pre-Christmas 
sales volume. 

“WE INCREASE INVEN- 
TORY to nearly $6000 in toys. 
Toys are displayed on six tables 
and, for the larger items, on 
some floor space as well. Gross 
sales the last three months of 
the year total about $12,000.” 

THIS STORE BENEFITS 
substantially from the advertis- 
ing program projected by the 
main Ernst Hardware organiza- 
tion through its advertising de- 
partment in the downtown Seat- 
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Minor Toy Department Becomes Major 
One Three Months a Year... Toy Inven- 
tory Jumps 10 times between October and 
Christmas .. . Stock is Cleared by Price 
Reduction After Christmas . . . Advertis- 
ing Helps Increase High Seasonal Volume 


TOY SECTION is expanded to a major department during the Christmas sea- 
son. Beginning in October, large tables are set up to handle toys. Large items 
are arranged on floor space. Portion of toys displayed during holidays is 


shown above. 


tle store. Ads in the Seattle daily 
newspapers carry the brunt of 
the toy promotion and attract 
many shoppers to the Ballard 
store. Some additional advertis- 
ing is placed in the Ballard dis- 
trict newspaper. 

Much of the toy stock carried 
is bought direct by the main 
organization several months be- 
fore the Christmas shopping 
season begins. It is then drawn 
from the central stock by the 
branches. Additional stock as 
required later in the Christmas 
season is bought individually by 
the branch from wholesalers. 

LAYAWAY BUYING is en- 
couraged and accounts for a 
substantial proportion of toy 
sales. If merchandise is not paid 
for three-days before Christ- 


mas, the items are put back into 
stock to clear. 

Bjoraanesset handles his 
stock to clear it out entirely be- 
fore inventory on January 31. 

TWO-DAYS BEFORE 
CHRISTMAS, he reduces the 
prices on remaining stock by 
30 per cent. After Christmas, 
he cuts the price still more, 
making a total reduction of 50 
per cent from the original retail 
price. This clears the rest of it 
out of stock. 

About the middle of Febru- 
ary, Bjoraanesset brings in the 
first of his new toy stock for 
that year. Handling it this way 
assures that the stock will be 
fresh and interesting and that 
slow moving items will be elimi- 
nated from inventory. 
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Use Inquiry Postcard for Further Information About TOY GIFT 


PRODUCTS 





. 


HOBBY HORSE FOR POOLS 
molded plastic. Four adjustable plas- 
tisol floats support “Water Pony.” 
Safe and stable pony will hold chil- 
dren up to 70-pounds.—Polyco, In- 
corporated 

For Details Circle 115 on INQUIRY CARD 


SUPER SPORTS CYCLE is the con- 
cept of Comet VI. Sports features 
include three-speed gear, front and 
rear caliper brakes hand operated, 
and other accessories.—Murray Ohio 
Manufacturing Co. 

For Details Circle 125 on INQUIRY CARD 











SAFETY SWING SEAT are molded 
from flexible, rubber compound. Will 
support up to 200-pounds. No sharp 
metal parts exposed. Steel stirrups 
are held with pins—Happy Swing 
Seat Div., Saunders Bros. 

For Details Circle 126 on INQUIRY CARD 
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FLYING SAUCER of the space age 
is “Boom-O-Rings.” When sailed into 
air, it returns to thrower. Made of 
plastic and metal. Ring is 15-in. with 
metal “wings” inside.—Saalfield Pub- 
lishing Co. 

For Details Circle 127 on INQUIRY CARD 











MOLDED FRAMES are featured with 
paint-by-number plaques. “Plaque 
Magic” in six designs have contour 
shapes and molded fram-s finished in 
color. Each is about 8 x 10. in— 
Plaque Craft, Inc. 

For Details Circle 128 on INQUIRY CARD 
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SEVEN LEAGUE STILTS are 
chrome plated tubular steel legs. 
Arms are hardened Ash. Legs adjust 
from 6 to 28 inches and have rubber 
safety tips. Steps are braced.—True 
Temper Corporation 

For Details Circle 129 on INQUIRY CARD 
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STEP ABOARD this velocipede. Rib- 
bed step is part of wishbone frame. 
Child is able to “Step Up” and seat 
himself easily. Bottom step is wider 
for more step space.—Murray Ohio 
Mfg. Co. 

For Details Circle 130 on INQUIRY CARD 


PLAYBALLS are live sponge rubber. 
Assortment of two-price sizes avail- 
able. Three displays hold the assorted 
rubber balls. Baseballs and Multi- 
colored balls are included. — the 
Faultless Rubber Co. 

For Details Circle 131 on INQUIRY CARD 


SCAT CAR is designed like big 
brother’s go-cart. Sidewalk vehicle 
has five-position pedals. Lightweight 
steel frame and puncture-proof rub- 
ber tires are also featured—AMF- 
Wheel Goods Division 

For Details Circle 132 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About 


TOY GIFT PRODUCTS 
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ART LINKLETTER PRE-SCHOOL 
TOYS are polyethylene educational 
line. Included are pop-togethers, giant 
alphabet blocks, action toys, ride-on 
cranes and trucks. Total of 12 toys 
in line-—Knickerbocker Plastic Co. 
For Details Circle 133 on INQUIRY CARD 


“SLIM-LINE” TANK is featured with 
this Ross line of bicycles. Jet-Wing 
rear carrier and chrome chain-guard 
is included. Boys’ model in Onyx. 
Girls’ is Flamboyant electric blue.— 
Chain Bike Corp. 

For Details Circle 134 on INQUIRY CARD 


ADDED SAFETY for all sports play 
with All American Helmet. Light- 
weight, high impact plastic has 
sponge rubber at temple and crown. 
Helmets come in five colors.—Roebee 
Industries, Inc. 

For Details Circle 135 on INQUIRY CARD 
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RED RUNNERS and side rails are 
red for eye-appeal on new Flexible 
Flyers. Chrome plated bumpers are 
contrasting feature. White ash deck 
boards and steering bars.—S. L. Allen 
& Co., Ine. 

For Details Circle 136 on INQUIRY CARD 


BRILLIANT COLORS in vinyl ball. 
Decorated balls have blue and gold 
designs on flame base. Three sizes of 
these sturdy, kid-pleasing balls avail- 
able-—The Barr Rubber Products Co. 
For Details Circle 137 on INQUIRY CARD 


FUN APPROACH to encourage neat- 
ness in youngsters. “Kiddy Katch- 
All” serves as play toy and catch-all 
center. Formed of tubular steel with 
colorful bag—Hampden Specialty 
Products Corp. 

For Details Circle 138 on INQUIRY CARD 


READY-TO-RUN LOCO in kit form. 
Easy-to-build screwdriver series kit 
addition is this 2-8-0 Consolidation 
called the “Old Lady.” Pre-painted in 
three colors—Varney Scale Models, 
Inc. 

For Details Circle 139 on INQUIRY CARD 


COASTER HORSE in soft vinyl. 
Wonder Toddler has smooth rolling 
casters. Available in pastel colors or 
in natural color of golden Palomino. 
Saddle height is 101 inches.—Wonder 
Products Company 

For Details Circle 140 on INQUIRY CARD 


KIDDIES COOKWARE like mother’s 
is aluminum with plastic handles. 
Sets include realistic cook and bake, 
coffee and tea and serving utensils for 
every occasion.—Mirro Aluminum 
Company 

For Details Circle 141 on INQUIRY CARD 


HARDWARE WORLD 





Use Inquiry Postcard for Further Information About 


TOY GIFT PRODUCTS - 





ASSORTED PUZZLES, GAMES and 
books for children. Included is Pic- 
ture Lacing with yarn and stuffed 
“Tinkle Toys.” Authentic Indian trap- 
pings are featured in lacing boxes.— 
Saalfield Publishing Co. 

For Details Circle 142 on INQUIRY CARD 





SECOND EDITION of parlor game 
called Concentration has new box, new 
puzzles and new gifts. The game is 
similar to one on TV. Rojomatic puz- 
zle changer is new added game angle. 
—Milton Bradley Company 

For Details Circle 143 on INQUIRY CARD 


FLYING MODEL is all-plastic. Eas- 
ily assembled model plane has .049 
engine with nylon prop. Historic Cur- 
tiss Pusher is one of three new mod- 
els—L. M. Cox Manufacturing Co., 
Inc. 

For Details Circle 144 on INQUIRY CARD 
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CART AND CARRIER is designed 
for safe fun. Cart engineered to meet 
GKCA requirements. Features include 
demountable tires and roll bar. Car- 
rier is ready to run.—Custom Bilt 
Body, Inc. 

For Details Circle 145 5n INQUIRY CARD 


SCENIC LANDSCAPE for model 
train hobbyists. Dy-O-Rama layout is 
life-like. Measures 46 x 48 in. and is 
seven inches high. Molded plastic 
with textured surface.— Life-Like 
Products, Inc. 

For Details Circle 146 on INQUIRY CARD 


CANTILEVER STYLE Twinbar 
frame is featured on new Thunderbolt 
bicycles in Columbia line. Other fea- 
tures include Swept-Wing chainguard 
and white sidewall tires—The West- 
field Mfg. Co. 

For Details Circle 147 on INQUIRY CARD 


HOBBY PROJECTS and crafts as a 
family project is featured with X-acto 
tools. Model building tool set for scale 
railroads is one of several new tool 
kits available-—X-acto, Inc. 

For Details Circle 148 on INQUIRY CARD 


TOY HOUSEKEEPING KIT features 
Little Queen carpet sweeper. Minia- 
ture sweeper has steel case and rub- 
ber wheels. Dust mop, broom, dust 
pan, apron and sponge are also in- 
cluded.—Bissell, Inc. 

For Details Circle 149 on INQUIRY CARD 


MORE FUN with this play gym 
Three swings, nine-foot slide and a 
glider are all included. Headrail is 
high carbon steel. Legs and headrail 
are 2, inch diameter. Unitized con- 
struction provides one-piece slide bed 
and D-rails. Embossed, non-skid plat- 
form on slide has flattened tubular 
ladder steps. Sets of swings have 
rolled edges.—Channel Master Corp. 
For Details Circle 150 on INQUIRY CARD 
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PULL-OFF CARD features minia- 
ture rustless padlock. Blue and yel- 
low card holds 12 locks. Card is 9 x 
12 inches.—Slaymaker Lock Co. 

For Details Circle 186 on INQUIRY CARD 
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UNBREAKABLE PLASTIC 


PUSH-PINS 


MOORE PUSH PIN CO., PHILA., PA. 
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FORM-FITTED BLISTER PACK has 
five push-pins. Pins are made of un- 
breakable plastic. Card is punched 
for easy hanging.—Moore Push-Pin 
Co. 

For Details Circle 187 on INQUIRY CARD 











ACTION DISPLAY is_ self-demon- 
strating and pilfer- proof. “Pony” 
clamp simulates use with actual work. 
Clamp uses any %-inch pipe as slide. 
Customers make any length clamp 
with “Pony” fixtures. — Adjustable 
Clamp Company 
For Details Circle 174 on INQUIRY CARD 
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Merchandising Aids 
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SHOWCASE FOR BROOMS is “Zip- 
Tape” display shipper. Top of carton 
zips off for an immediate display of 
six brooms. Separate packs for out- 
door and indoor brooms. — Empire 
Brushes 
For Details Circle 169 on INQUIRY CARD 


SAMPLE BOX FOR DEALERS has 
all 97-colors of crystalite and solid 
vinyl floor coverings. Description and 
sizes are printed on back of sample. 
Easier selecting for customers and 
easier selling for you.—Kentile, Inc. 
For Details Circle 170 on INQUIRY CARD 


SALES APPEAL for screws and 
bolts. Color-coded, soil-proof boxes 
with “EZ to C” labels have diagonal 
repeat design of manufacturer.— 
Southern Screw Co. 

For Details Circle 190 on INQUIRY CARD 





HARDWARE DISPLAY of do-it- 
yourself items for erecting adjustable 
shelves. Merchandiser contains brack- 
ets and standards in various sizes and 
finishes —Kason Hardware Corpora- 
tion 

For Details Circle 157 on INQUIRY CARD 


ASSORTED TOOLS is self-seller. 
Eight different tools and tool sets are 
included. Carton is designed to be 
used for self-service.— Fuller Tool 
Co., Ine. 

For Details Circle 175 on INQUIRY CARD 


SHOPPER-STOPPING CENTER for 
garden products. Display sets up in 
one minute. Minimum floor space 
used. Colorful and eye-catching.— 
Nichols Wire & Aluminum Co. 

For Details Circle 181 on INQUIRY CARD 
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DISPLAY CARTONS for toy cook- 

ware. Window gives point-of-pur- 

chase appeal.—Mirro Aluminum Co. 
For Details Circle 194 on INQUIRY CARD 


SHEAR COUNTER RACK 


Flex shear can be mounted on counter 
and requires only six-inches of space. 
Shear will cut all wire, Greenfield, 
BX and steel braid hose. Rack will 
fit other Marvel power or manual 
units—Marvel Rack Manufacturing 
Co. 
For Details Circle 197 on INQUIRY CARD 


Every Year... Thousands 





BLISTER PACK CARD for Wing- 
Ding wall anchors. “Hi-Buy” three 
color card shows your customers how 
anchor works.—Diamond Expansion 
Bolt Company, Inc. 

For Details Circle 180 on INQUIRY CARD 


HOSE MERCHANDISING KIT 


Complete kit includes ad mats and 
in-store sales aids for garden hose 
promotion, Banners for window or 
wall use, full page ad blow-up, full- 
color reprints of ads used in consumer 
magazines and a water flow chart for 
proper hose selection help you get 
more sales.—Swan Rubber Co. 


For Details Circle 198 on INQUIRY CARD 


MERCHANDISING AIDS 


CUSTOMERS CHOOSE the hooks 
they want with this counter or wall 
merchandiser. Popular packaged and 
labeled hooks and fixtures for \%-inch 
perforated board. Model E-30 display 
will hold 125-units of Self - Locking 
Hooks. Colorful display panel has 
sturdy wire easel. Literature pocket 
and 14-six inch hooks are included 
free with order. The Kerr Wire Prod- 
ucts Company 


For Details Circle 177 on INQUIRY CARD 





TOPS ‘EM ALL IN 


PROFITS...MERCHANDISING... 
CONSUMER ACCEPTANCE! 
* 


ADVERTISED EVERY MONTH 
IN SUNSET MAGAZINE! 


of Home Owners wo 


A GENUINE 


VaNEeY | 


| > a > ae a aS 


bd-Acr 
Ge They Buying 
Yo? >” 


DEERE RT Nw 


ALL EXTRUDED ALUMINUM SCREEN DOORS 
AND ALL-WEATHER CONVERTIBLE DOORS 


@ COMPLETE—PRE-DRILLED—-READY TO INSTALL! 

@ DOUBLE REINFORCED CORNER SECTION! 

@ ADJUSTABLE HEIGHT AND WIDTH! 

@ PACKAGED ONE TO A CARTON! 
Manufactured by: 


YANCEY COMPANY, Aluminum Products Div. 
Sacramento, California 


SOLD ONLY THROUGH WHOLESALE JOBBERS! 


For Details Circle 20 on INQUIRY CARD 


cee 


Model B-1 Screen Door 
Retail $29.95 


Retail $39.95 


Model B-3 Convertible 
All-Weather Door 
Retail $49.95 
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Use Inquiry Postcard for Further Information About MERCHANDISING AIDS 
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SALESMAKER MERCHANDISER 
for “Surform” tools and blades. Files, 
rasps, planes, abrasives and replace- 
ment blades are included in rack. 
Hook on Peg Board or use as counter 
unit.—Stanley Tools 

For Details Circle 165 on INQUIRY CARD 


COUNTER-TOP DISPLAY presents 


eye-catching backdrop for Regent 
mail box. Black and brass of box fol- 
lows color of black and gold of card. 
—Leigh Building Products 

For Details Circle 188 on INQUIRY CARD 


ee 


WHITE BORDER on window box of 
tacks is new “family identity” with 
other size boxes. Uniform printing 
completes new look.—Atlas Tack Cor- 
poration 

For Details Circle 183 on INQUIRY CARD 
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WATER TOY RACK is complete de- 
partment. Plastic and foam floats dis- 
played in metal rack.—Polyco, Incor- 
porated 

For Details Circle 197 on INQUIRY CARD 


TWO-PIECE BOX displays electric 
organ. Organ can be played in box 
for demonstrations—Proll Products 
Company 

For Details Circle 195 on INQUIRY CARD 


FLOOR MERCHANDISER for vivid 
sport balls. Balls stay at top of dis- 
play with elevator adjustment.—The 
Faultless Rubber Co. 

For Details Circle 196 on INQUIRY CARD 


SAVE TIME, give better service on 
sales of replacement parts for man- 
ually-operated sprayers. Service parts 
in bags on revolving counter display. 
Label clearly describes part.—H. D. 
Hudson Mfg. Company 

For Details Circle 172 on INQUIRY CARD 


_ - a | 


“SILENT SALESMAN” draws im- 
pulse sales. Miniature truck display 
for counter use carries five each of 
12 different items. Hand tools have 
been sales-tested.—Oxwall Tool Co., 
Ltd. 

For Details Circle 168 on INQUIRY CARD 


SHOW DOOR TRIM without unwrap- 
ping. Transparent covering with 
identifying tag allows customers to 
see escutcheons. Pack will hang from 
rack.—Challenger Lock Co. 

For Details Circle 193 on INQUIRY CARD 
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“YOU CAN BUILD THIS ATTRAC- 
TIVE OUTDOOR FIREPLACE,” is 
the title of a new pamphlet issued by 
Bennett-Ireland, Inc. Illustrated are 
step-by-step methods of constructing 
a standard model front and back-type 
outdoor fireplace with warming oven. 
Fireplaces are built around the Gril- 
ladier cast iron building form which 
includes all metal parts. Masonry is 
set up around the form in any de- 
sired design. 


For Details Circle 220 on INQUIRY CARD 


“SELF - MAILER” is four - page, 
three color featuring Atkins Silver 
Streak hacksaw display. Hardware 
wholesalers will find room for imprint- 
ing on the mailer from Atkins Saw 
division, Borg-Warner Corporation. 
Said to be the first full line hand 
hacksaw offered by an American man- 
ufacturer, the mailer illustrates and 
describes the profit making possibil- 
ities to hardware dealers. 

For Details Circle 217 on INQUIRY CARD 


FILE FOLDER of information for 
all paint users. Jet-Dri, division of 
Consolidated Chemical & Paint Mfg. 
Co., Inc., offers package of scientific 
break-down paint properties and uses 
which help answer many questions of 
paint maintenance. Items covered are 
application properties, physical char- 
acteristics, and general and unique 
uses of paints. 

For Details Circle 222 on INQUIRY CARD 


“AUTO-GRIP” brochure describes 
self-locking, one-piece pipe hangers. 
Four-page brochure outlines advan- 
tages in efficiency, attractiveness and 
lower cost of the hanger. Manufac- 
tured by “Auto-Grip” division of 
“Automatic” Sprinkler Corporation, 
the booklet gives names of distribu- 
tors in local areas on last page. 

For Details Circle 206 on INQUIRY CARD 


MATS, MATTING AND STAIR 
TREADS is eight-page circular in 
full-color from Natco Products Cor- 
poration. Circular is designed to be 
used as 8% x 11 inch catalog page 
if desired. Complete information is 
given on Koroseal Kolortex and Koro 
seal floral mats and matting, indus- 
trial stair treads and link mats. 

For Details Circle 214 on INQUIRY CARD 
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“HOW TO CHOOSE A BUSINESS 
SIGN” is colorful brochure from 
Amplex Manufacturing Company. The 
folder points out the importance of 
proper identifying the place of busi- 
ness and the personality of the busi- 
ness. Seven photographs illustrate 
some interesting applications of Plexi- 
glas signs. 

For Details Circle 218 on INQUIRY CARD 


CASTER AND WHEEL CATALOG 
from Rapids-Standard Co., Inc., gives 
full information in 40 pages. Special 
feature is two-page index designed to 
simplify the checking a caster or 
wheel specifications for any applica- 
tion. Included are the new 5400 heavy 
duty series and the new Rapistan 
pneumatic series. 

For Details Circle 215 on INQUIRY CARD 


PRICE LIST FOR MANUAL AND 
WORKSHEETS published by the Na- 
tional Warm Air Heating and Air 
Conditioning Association is available. 
The revised prices include quantity 
discounts. 

For Details Circle 208 on INQUIRY CARD 


1960 SPRING CATALOG AND 
HOUSEWARES MERCHANDISING 
GUIDE is beautifully illustrated in 
full color throughout all 16 pages. 
Attention is focused on Lustro-Ware’s 
related groupings of accessories for 
different areas of the home. IIlustra- 
tions and descriptions of each product 
plus merchandising aids that are 
available to dealers are _ included. 
Columbus Products, Inc., makers of 
Lustro-Ware, has over 200 items in 
the catalog with retail prices shown. 
For Details Circle 200 on INQUIRY CARD 


To Receive Any of this 
Printed Matter Circle 
Number on Inquiry Card 
Facing Page 50 


AJAX CATALOG presents the 
facts about merchandise of Ajax 
Hardware Corporation. Multi-color 
20-page booklet has picture of each 
item. Many of the company’s cus- 
tomers were asked for suggestions in 
the design of the catalog. Included 
is a statement of policy which em- 
phasizes the company’s personal 
method of doing business. 

For Details Circle 223 on INQUIRY CARD 


ECONOMY VENTILATING FANS 
for ceiling and wall are illustrated 
and described in two-color four-page 
brochure from Leigh Building Prod- 
ucts, division of Air Control Products, 
Inc. One page is devoted to accessory 
items with illustrations of other ceil- 
ing and wall-type fans manufactured 
by the company. 

For Details Circle 219 on INQUIRY CARD 


BOOKS—For Sale or Resale 


CRYSTAL AND MINERAL COL- 
LECTING, by William B. Sanborn, 
144 pages in cloth binding, profusely 
illustrated by halftones, published by 
Lane Book Co. Price $3.50. 

There are many hobbyists in this 
field of mineral collecting. They 
should be very much interested in Mr. 
Sanborn’s coverage of all phases of 
this hobby. Book tells the reader how 
to become familiar with minerals and 
crystals. It then describes all the 
different types and where they can be 
found. It also includes list of publica- 
tions that can be helpful to the hobby- 
ist and also places where the hobbyist 
can find museums with excellent dis- 
plays. 

For Details Circle 204 on INQUIRY CARD 


“MANUFACTURERS’ AGENTS’ 
GUIDE,” lists more than 11,500 man- 
ufacturers who distribute their prod- 
ucts through manufacturers’ agents. 
Published by the Manufacturers’ 
Agent Publishing Company, the direc- 
tory has 166 pages, 8% x 11 inches. 
The guide is the first revision in two 
years. Information about manufac- 
turers includes their addresses, prin- 
cipal products, estimated credit rating 
and name and title of sales executive. 
Price is $15 on 10 day guarantee. 

For Details Circle 221 on INQUIRY CARD 
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NOW... 
Every link of 
Campbell Chain 
tells me what 
| want to 
know! 


CAMPBELL marks every link to show the grade or 
the manufacturer .. . it’s ““SHALLMARK’’g CHAIN! 


Yes, only CAMPBELL identifies all the popular 
welded chain grades with embossed letters on 
every link! 


The grade mark (see below) appears on alternate links 





. .. your permanent grade identification. 


The Campbell "C” is permanently in relief on every 
other link . . . your manufacturer identification. ——» 


AND ... another bonus! CAMPBELL CHAIN is easy to 
measure. It’s ‘‘Measure-Mark” Chain color coded 
exactly every five feet (see below). 





"MEASURE-MARK" 
GRADE GRADE MARK COLOR CODE 


PROOF COJL CHAIN P GREEN 
BBB CHAIN B RED 
HIGH TEST STEEL CHAIN H BLUE 
CAM-ALLOY CHAIN A ORANGE 





























CAMPBELL CHAIN Comsany 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 
CHAIN WAREHOUSES: £. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif, 
Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 


CAMPBELL 


, 


PEELE ETCH E OAK OOH, 








FREE LITERATURE 





GUIDE TO RESIDENTIAL LIGHT 
SOURCES is handy reference from 
Westinghouse Electric Corporation. 
The guide deals solely with light 
sources used in the home. The 15- 
page booklet contains comprehensive, 
non-technical information on practi- 
cally all types of light bulbs used in 
residential applications. The booklet 
is designed for retail store personnel 
and others who need additional infor- 
mation on shapes, sizes, life and spe- 
cialized uses of bulbs. Customers may 
find the booklet useful in knowing 
which bulbs are used to maintain 
family health. Bug-A-Way lamps and 
fluorescent lighting are discussed. The 
booklet is available at $3 per 100 
copies. 

For Details Circle 205 on INQUIRY CARD 


SCIENTIFIC GARDENING FOR 
AMATEURS is 24-page booklet from 
Bolens Products Division, Food Ma- 
chinery & Chemical Corp. Written by 
company horticulturist Alex N. Klose, 
“The Home Gardening Handbook” 
provides readers with information on 
the soil and how to make it work for 
them. Included are simplified tests 
for soil composition and deficiencies, 
diagnosis of “sick” soil and plant 
symptoms. Details for do-it-yourself 
remedies for better lawns and gardens 
are explained. 

For Details Circle 204 on INQUIRY CARD 


METALBESTOS CHIMNEY CAT- 
ALOG gives full story on pre-fabri- 
cated all-fuel chimneys. Complete 
specifications and installation instruc- 
tions are contained in 11-page catalog 
from Metalbestos Division of William 


| Wallace Company. Also included is 
| selector chart and measuring and or- 
| dering information. 


For Details Circle 203 on INQUIRY CARD 


HACKSAW LITERATURE for 
hardware trade is two-color folder 
illustrating line of hacksaw blades. 


| Atkins Saw Division, Borg-Warner 
| Corporation describes its Silver 
| Streak line, Silver Steel Tungsten 
| power blades and Standard alloy steel 
| blades. The folder is designed as an 


envelope stuffer for wholesalers. 
For Details Circle 208 on INQUIRY CARD 


“MY HOW SALES GROW WITH 
VIGORO” is 1960 Vigoro price cata- 
log. Full-color, 16-page catalog de- 
scribes products and points out sales 
advantages on how you can get more 
sales in fertilizers, seeds and garden 
tools. Price list zoning map in three 
colors is included. 

For Details Circle 202 on INQUIRY CARD 


1960 CHILDREN’S PLAY GYMS 
| CATALOG from Channel Master Cor- 
poration. Two-fold colorful brochure 
catalog shows in detail all 10 of 
| Channel Master’s play equipment. 
| Construction data is given in closeup 
| views in section of catalog. 


| For Details Circle 201 on INQUIRY CARD 


<——For Details Circle 21 on INQUIRY CARD 









































BILLINGS HARDWARE INTRODUCES TURNOVER HANDBOOK 


“PROFESSIONAL MANAGEMENT” for independent dealers was discussed 
at a series of meetings sponsored by Billings Hardware Co., Billings, Montana. 
Purpose of the meetings was the introduction of Billings Hardware’s version 
of the Liberty Turnover Handbook. Prior to the dealer meetings, Robert C. 
Vereen, managing director of Liberty Distributors, Philadelphia, explained 
how Liberty’s “Bargain-of-the-Month” program ties-in with the Turnover 
Handbook to Ralph Johnson, vice president and general manager of Billings 


Hardware and key department managers. 


Pictured above from left are: 


Heating department manager—Dick Butler; customer relations—Maurice Toft- 
ley; V.P. and general manager—Ralph Johnson; Robert C. Vereen; house- 
wares and sporting goods manager—Larry Miller; plumbing department man- 
ager—John Kennedy; general hardware manager—Larry Restad; and builders 
hardware and electrical manager—E. H. Pippin. 


Irwin Buys Strait-Line 


COSTA MESA, Calif—The Irwin 
Auger Bit Company, Wilmington, 
Ohio, announced it has acquired the 
assets of Strait-Line Products, Inc., 
here. The transaction was effective 
April 1. 

Irwin will continue to manufacture 
and distribute the Strait-Line Self- 
Chalking Reels, Powdered Chalk Re- 
fills and Replacement Line Refills 
under the Strait-Line brand name. 
Production facilities have been moved 
from California to Wilmington. Com- 
pany officials state that all orders 
are now being promptly filled from 
Irwin’s headquarters offices. 


Berenson to Hold Show 


PORTLAND — Berenson Hardware 
Co. at 1435 N. W. Northrup here 
will hold its annual Open House on 
May 22 and 23. 

Many manufacturers’ representa- 
tives will be on hand to demonstrate 
and explain their lines as well as to 
show new merchandise. 
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Sharpe Names Hawaiian Distr. 


HONOLULU — Lewers and Cook, 
Ltd., have been named distributors of 
Sharpe professional spray guns and 
spray equipment for the Hawaiian Is- 
lands. Announcement by Ken Sharpe, 
vice president and general manager 
of Sharpe Manufacturing Co., fol- 
lows extensive training of Lewers and 
Cook personnel by Sharpe at its Los 
Angeles plant. William C. Davis will 
be manager of the paint supply divi- 
sion for the Hawaiian wholesale hard- 
ware distributors. 


Moto-Mower Names Dura 
Sales So. Cal. Distributor 


LOS ANGELES—Dura Sales Com- 
pany has been named Southern Cali- 
fornia distributor for Moto-Mower, 
Inc. Dura Sales will handle all Moto- 
Mower products including rotary and 
reel type power mowers, tillers, trim- 
mers, and snow throwers. The new 
distributor is located at 6277 E. Slau- 
son Ave., Los Angeles. 


Rooto Names Western Reps 


SAN FRANCISCO— The Rooto 
Corp., of Detroit, Mich., has named 
two representatives to cover Califor- 
nia, Nevada and Arizona. Herbert H. 
Oman, with offices here, will cover 
Northern California and Nevada. 
Robert M. McSweeney, Pasadena, will 
represent Southern California and 
Arizona. 

The announcement was made by 
R. S. Anchors, national sales man- 
ager, who reports that the company 
has entered several new fields and 
will have several new products in the 
laboratory which will be marketed 
in the near future. The firm now 
makes root destroyers, septic tank 
compounds, drain cleaners and other 
chemicals for the home and farm 


Wins 
Trip to 
Hawaii 


Donald F. 
Eshelman 


TACOMA, Wash.—Donald F. Esh- 
elman, manufacturers’ representative 
for Washington Distinctive Building 
Products and Kitch’n Handy, won an 
all-expense paid trip for two to Ha- 
waii. 

Eshelman won the trip for he and 
his wife through outstanding sales 
performance in his territory. He 
covers Washington and Oregon. Esh- 
elman worked as a factory employee 
for Washington in 1948. Later he 
became a _ representative handling 
Washington Steel Products’ line. 


64 Stores Use Tabloid 


SAN FRANCISCO—Gadgetfare, a 
colorful tabloid promotion piece, was 
distributed in March by Allied West- 
ern Distributors Inc. It contained 83 
items all illustrated by half-tones. A 
mystery gift was offered to the re- 
cipient for bringing in the coupon 
printed on the front of the Gadget- 
fare. A total of 64 stores used this 
tabloid with a circulation of 213,000. 
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PRIZE MONEY totaling $500 was presented to five men in the Baker & Ham- 
ilton organization at San Francisco. Dexter Honens, P. O. Moore, Inc.’s North- 


ern California representative, made the presentation. 


From left are: Ted 


Ogier, Ernie C. Hoppe, Dick Rodham (manager, contract department), Tom 
Brennan (manager, builders’ hardware section), Dexter Honens and John 
Giraudo. Moore awarded over $5,000 in prizes in its 1959 sales contest for 


dealers and representatives nationwide. 


U. S. Steel 
Appoints 
Area Sales 
Mor. 


August L. 
Bartz 


SAN FRANCISCO — The appoint- 
ment of August L. Bartz as area 
sales manager for U. S. Steel’s Cy- 
clone Fence operation in eight West- 
ern states was announced recently 
by F. E. Kyndberg, manager of sales. 
Bartz has been district sales man- 
ager in the Fort Worth, Texas, office 
for this department of American 
Steel and Wire division since 1957. 

Bartz started in the Cyclone Fence 
plant at Waukegan in 1935. He be- 
came assistant district sales man- 
ager in 1955 at the Detroit sales 
office. Bartz will operate out of the 
Oakland, Calif., headquarters. 


Eight Salesmen Added 
By Allied Western 


SAN FRANCISCO — According to 
W. T. Brantman, president of Allied 
Western Distributors, Inc., ¢ight new 
salesmen have been added to their 
sales staff to cover various areas 
within the 13 Western states. 

The new salesmen and their head- 
quarters are: W. R. Spencer, Yakima, 
Wash.; George C. Stump, Jr., Helena, 
Montana; Manfred Collins, El Cerrito, 
Calif.; Harold Camp, Torrance, Calif.; 
William G. Bond, Jr., Los Angeles; 
John G. Greick, Los Angeles; Robert 
Duran, El Paso, Texas; Raymond 
Kelly, Salt Lake City. 
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Essick Names Kottick 
and Crider to Sales Posts 


LOS ANGELES—K. H. Kottick has 
been promoted to the newly estab- 
lished position of general sales man- 
ager of the Air Cooler division of 
Essick Manufacturing Company. Ac- 
cording to Bryant Essick, president of 
the firm, Kottick will be responsible 
for the expanded sales and adminis- 
trative duties of the division. 

At the same time it was announced 
that William Crider has been ap- 
pointed Western divisional sales man- 
ager of the Air Cooler division of 
Essick. Crider will handle all ter- 
ritory west of the Mississippi, with 
the exception of California and Ne- 
vada. Crider was formerly field sales 
representative for the company. He 
will continue to operate out of his 
present headquarters in Dallas. 


Hamilton Beach Ups Gassaway 


William B. Gassaway, 
manager of advertising and sales pro- 


formerly 


motion, has been appointed sales 
manager of Hamilton Beach, a divi- 
sion of Scovill Manufacturing Com- 
pany, and will also report to Mr. Wolf. 
He will be responsible for all phases 
of marketing Hamilton Beach prod- 
ucts including selling, advertising and 
sales promotion, and supervise the 
entire sales personnel in the field. 


Yardley Names Marshall Rep 


DENVER—J. N. Marshall Company 
has been appointed representatives 
for Yardley Plastics Company. Robert 
W. Rosel, Yardley vice president in 
charge of sales, said a complete stock 
of pipe and fittings will be carried in 
Denver for immediate delivery to ac- 
counts serviced by Marshall. The rep- 
resentative firm will cover the Rocky 
Mountain area for Yardley. 


Lomart Names Western Reps 


SAN FRANCISCO—Richard Drury 
Associates in the Western Merchan- 
dise Mart here were appointed rep- 
resentatives to handle Clear Water 
swimming pool filter sales in Cali- 
fornia, Oregon and Washington. Dun- 
can Robertson, of the Drury sales 
organization will handle sales in 
Southern California from his head- 
quarters in Los Angeles. The an- 
nouncement was made by Milan Lang, 
who was recently appointed national 
sales manager for the Clear Water 
Swimming Pool Filter Division of 
Lomart Industries, Inc. He will make 
his headquarters in Chicago. 


Landers 
Names 
Western 
Regional Mgr. 


Karl 
Lepple 


SAN FRANCISCO—Karl F. Lepple 
has been appointed Western regional 
manager for Landers, Frary & Clark, 
New Britain, Conn. He was formerly 
responsible for electric housewares 
sales of the Universal line for Lan- 
ders in Northern and Southern Calif- 
ornia. 

Lepple will have complete respon- 
sibility for sales, merchandising and 
advertising functions and will super- 
vise the district sales managers in 
the Western region. His territory in- 
cludes the market areas of Los An- 
geles, San Francisco, Seattle and Salt 
Lake City. 

Lepple joined Landers 10 years ago 
as a dealer development representa- 
tive. 


Builders Hardware Golf Awards 


LOS ANGELES—At the March 16 
meeting of the Builders Hardware 
Club of Southern California, the win- 
ners of the recent golf tournament 
were awarded their prizes. 

Low Gross went to Glenn Varley 
with a 70, followed by Chuck Wil- 
liams and Art Brownell with 76 and 
77 respectively. The Club Handicap 
Low Net went to Stu Wastel with 
a net of 69, and the Calloway Handi- 
cap winner was Dick Thompson with 
a 71. 


Cohn & Shane to Move in S. F. 


SAN FRANCISCO—Cohn & Shane 
office in San Francisco will move to 
685 Folsom Street, here, about June 
1. The office will be manned by vet- 
erans in the industry, Lary Fuchs- 
mann and Sy Siegel. These two men 
cover northern California and north- 
ern Nevada. 

The new offices will also have a 
showroom. The total space will be 
2,000 square feet. 
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mete ONE DEPENDABLE SOURCE 
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William F. William D. 
Christman Comstock 


FRESNO — William F. Christman, | FRza vise wee se 
sales manager for Thomson-Diggs Co. | e chee Bs 
here, retired April 15. He held the 
post for the past eight years. Christ- | 
man was succeeded by William D. | 
Comstock. 

In 1913 Christman began his hard- | 
ware career with Austin Brothers | 
Company of Stockton. He went on 
the road as a salesman in 1917. In | 
January 1929 he was appointed sales 
manager for this firm. He held this | 
position until he joined Thomson- 

Diggs in 1932. He was a salesman in | 

Stockton for 20 years before being 
transferred to Fresno as sales mana- 
ger. 

He has been very active in civic 
and fraternal affairs. He and his wife 
Edna plan to move back to their 
hometown of Stockton. 

Comstock who will take over the 
management of the 13 salesmen work- 
ing out of the Fresno plant, covering 
the territory from Turlock to Bakers- | EA . 
field 21d from Bishop to Monterey, | From lightweight sliding doors for barns and machinery sheds to ex- 
ty aoe ggg saa any with | tremely large industrial sliding doors R-W offers a track and hanger 

omson-Diggs in Ju 1931. He ‘ : 
started as sail | Aline mien do th combination designed to meet your customers exact requirements. Each 
the warehouse, moving through the is “job-rated” to offer years of dependable service and trouble-free 

icing d ‘ ‘ P 
pastuet’” te ann ween phodoena operation. Now is the time to check-through your R-W Catalog “ware- 
selling handling sales promotion and house” of “profit-plus” hardware specialties. Stock-up now with the 
th ; P P ae + tes 
Ssttaherad biol td a pong he many fast-moving standard items and keep in mind the many specialties 


ramento plant. that you will want to order on customer request. Remember your R-W 


Catalogs include everything from airplane hangar door hardware to 
HOUSEWARES CLUB GIVES AWARD | vanishing door hardware . . . its your direct line to “extra profits.” 





Trucks on all 
R-W Hangers are 
cadmium plated 


tects against rust 
and corrosion... 


Track available in wide 
Track and hanger aprons finished in Gray i ort & of b grate 
Enamel specifically formulated for R-W to pro- job requi anal 
vide maximum resistance to rust and weather. rements. 


Heavy-duty construction used throughout R-W Bongess avatete 2 
Hangers . . . available with roller or ball poset A +> ue a 
bearings . . .. most offer both vertical and ; aie fen rod g 
lateral adjustments plus many other impor- ng 


tant features, 
FIRST PRESENTATION of an an- 


eS 
nual award for outstanding service to h rd | 
the Housewares Club of Southern | Write today’ for com- - ic a s-Wi cox 
California was made recently. Ted | plete information... 
Dryer, Dryer & Love, (left) was the | request your free copy MANUFACTURING COMPANY 
recipient of the Howard Mirman | .¢ Catalog No. A-400. 
Memorial Award. Mort Phillips, | _A HANGER FOR ANY DOOR THAT mane. i 
president of the club, presents the 2323 W. Third Street 850 S. Van Ness Ave. NN ‘airview No. 


Los Angeles 57, Calif. San Francisco 10, Calif. Seattie 9, Washington 
plaque. Phone Dunkirk 8-6173 Phone Mission 8-6700 Phone Main 2-3650 
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NEWS 





Remington 
Shavers 
Appoints NW 
Branch Mor. 


Harry S. 
Sully 


SEATTLE — Harry S. Sully was 
appointed as branch sales manager 
of the Seattle branch of Remington 
Rand Electric Shaver, recently. Sully 
joined Remington in 1951 as manager 
of the San Francisco Service Station. 
He will report to the company’s 


Western division manager, H. S. 
Remmer. 


Kwikset Div. 
Names NW 
Customer Rep 


Michael A. 
Cornwell 


ANAHEIM, Calif. — Michael A. 
Cornwell has recently been appointed 
a customer relations representative 
for Kwikset Sales and Service Com- 
pany here. Cornwell is a recent grad- 
uate from the University of Califor- 
nia in Los Angeles. His first assign- 
ment will be in the Pacific Northwest. 


Gamble-Skogmo Opens 
Distribution Center 


Formal dedication ceremonies were 
recently held in St. Louis Park, a 
suburb of Minneapolis, Minn., for 
Gamble-Skogmo’s $1,750,000 distribu- 
tion center. Gamble-Skogmo, Inc., op- 
erates more than 2300 stores in 20 
states and Canada. The territory 
reaches from Ohio to Montana and 
from New Mexico through Canada. 

The new warehouse occupies 6% 
acres. A total of 280,000 square feet 
of warehouse and office space is lo- 
cated under one roof. The distribu- 
tion center serves a six-state area in 
the midwest. 

Gamble’s has two distribution cen- 
ters in the West to serve the com- 
pany-owned and dealer owned stores. 
Denver serves Colorado, New Mexico, 
and parts of Wyoming and South 
Dakota. The Billings center handles 
Montana and northern Wyoming. 

B. C. Gamble, president and board 
chairman of the firm, announced that 
Ken Bristol, general manager of the 
warehousing and distribution depart- 
ments, will head the new center. 
Warehouse manager will be Wayne 
Musgrave. Office manager for the 
new center is Harley Christensen. 
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Kaiser Names 
Products Div. 
General Mor. 


4: 3. 
Donohue 


OAKLAND —J. F. Donohue has 
been named general manager of the 
Products Division of Kaiser Alumi- 
num & Chemical Corporation. 


Donohue succeeds Howard C. 
Holmes, who was recently appointed 
a vice president of the corporation. 
He will direct the production and 
sales of Kaiser Aluminum consumer 
foil products, building products and 
industrial goods. 

Donohue joined the company in 
1949 and served in various sales and 
staff positions in Oakland and at the 
Newark, Ohio, plant before being 
named assistant manager of the Los 
Angeles district sales office. Subse- 
quently, he was manager of the 
Chicago district sales office. Most re- 
cently he has been special assistant 
to the corporation’s president. 


Peer Joins Moore Sales 


MENLO PARK, Calif.—Loren Peer 
has joined the representative firm of 
Moore Sales Company. Peer has been 
associated with the hardware indus- 
try in Northern California for many 
years. 

At the same time it was announced 
by E. T. Moore, president of the firm, 
that the company has moved to larger 
quarters at 1436 El Camino Real in 
Menlo Park. Moore Sales revresent 
hardware and industrial products in 
Northern California and Nevada. 
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To plan right, we'd better take a few 
basic dimensions 


Maendler 
Names Western 
Factory Rep 


Ray M. 
McCabe 


Appointment of Ray M. McCabe 
as new Western factory representa- 
tive for Maendler Brush Mfg. Co., 
Inc., of St. Paul, Minn., was an- 
nounced by Jay M. Laramy, vice 
president in charge of sales. McCabe 
will represent Provenbest paint 
brushes in California, Nevada and 
Arizona. 


Chase Brass Promotes Execs 


Chase Brass & Copper Co., Inc., 
Waterbury, Conn., recently announced 
a series of related promotions in the 
sales department. Herman H. Kremer 
was elected vice president in charge of 
sales. Paul M. Thomas has been ap- 
pointed general sales manager. He 
succeeds Walter E. Evans who has 
been appointed assistant to the presi- 
dent. 

Kremer has been with Chase 15 
years. He succeeds G. B. Mosely who 
recently resigned. Kremer was pre- 
viously manager of marketing staff 
for the company. Evans has been with 
the firm for almost 40 years. He was 
appointed general sales manager in 
1955. Thomas was formerly manager 
of mill sales. He has been with Chase 
14 years. 


Elco Changes Fastener Pack 
To Decimal System 


The Elco Tool and Screw Corpora- 
tion, Rockford, IIl., recently announced 
that it will convert the old gross pack- 
age unit to decimal. packaging. 

All packaged screws are being made 
available by Elco in packages of 100. 
The new 100 package has been trade- 
named “Deci-Pack.” The company 
states that easier inventory control 
is just one of the many advantages 
to the new pack. 


Ames Appoints Keenan 
Ass't S.M. 


James A. Keenan has been pro- 
moted to assistant sales manager of 
the Furniture division of O. Ames 
Company, Parkersburg, Va. Keenan 
was previously Ames’ salesman in the 
New York area. 


Whirlpool Names Stroop 


H. Thomas Stroop was named to 
the newly created position of sales. 
manager for gas refrigerators. Whirl- 
pool Corporation, St. Joseph, Mich., 
is manufacturer of the gas absorption 
unit. 
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Atkins Names 
Field Sales 
Manager 


Robert J. Adams has been ap- | 
pointed Hardware field sales manager | 


of Atkins Saw division, Borg-Warner 
Corporation. Adams has 20 years 
with Atkins in nearly every phase 
of Hardware tool sales and service. 


In his new capacity he will report | 


directly to F. S. Sheppard, Hardware 
sales manager. Adams will be re- 
sponsible for all field training, co- 
ordination of field activity, promo- 


tions and show participation. He will | 
also assist in agent, jobber and dealer | 


sales meetings. 


Ernst Hardware Chain Sold 
to Pay'n Save Drugs 


SEATTLE — The Ernst Hardware | 


Company chain of nine stores in the 


greater Seattle area was sold in Feb- | 


ruary to the Pay’n Save Drugs, Inc. 
The announcement was made jointly 
by Fred A. Ernst, president of the 
hardware firm, and M. L. Bean, chair- 
man of the Pay’n Save board. 

Bean, who has taken over general 
managership of the Ernst operation, 
is board chairman of Tradewell 
Stores, Inc., and of Seattle Sporting 
Goods, Inc., in addition to Pay’n Save 
Drugs, Inc. Ronald Erickson will as- 


sist Bean in general management. No | 
major changes in Ernst personnel or | 


policies are planned. 


The stores will continue to be 
known as Ernst Hardware stores. 
They will be operated as a division of 
Pay’n Save. Bean announced that the 
new owners are prepared to spend 
about $200,000 on a modernization 
program at the downtown store at 
Sixth Avenue and Pike Street. The 
program will include a new front for 
the downtown store, remodeling to 
provide two full floors of selling space, 
new lighting and other improvements. 


Ernst termed his withdrawal from 
business after 60-years as “semi-re- 
tirement.” 


In 1893 Charles C. Ernst,. elder 
brother of Fred, began business in 
Seattle as a plumbing contractor. In 
1908, Fred joined his brother and in 
1908 the firm became Ernst Hardware 
& Plumbing Co. F. A. Ernst has been 
president of the firm for the last 57 
years. 


Charles S. Wills, who had been 
Treasurer of the Seattle Hardware 
Co., joined the Ernst firm in 1931 as 
executive vice president and general 
manager. In 1955, Mr. Wills was 
named chairman of the board. He 
died last September. 
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GREENLEE 
HAND and 
POWER BITS 


Self-service packages! 
Handy Sets! Bring extra 
impulse sales 





Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory . . . speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 


(Left) in individual Perma- 
Pak for pegboard and counter 
display . . . invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack . . . packaged 
in colorful display carton. 








GREENLEE Z/P BIT 
WOOD BORING POWER BIT 
(Right) with exclusive nonslip 
hex shank . . . individually 
carded for pegboard and 

counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 
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Ask your wholesaler for free metal display panel 


for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


GRE. L E E GREENLEE TOOL ps . ’ 
<a eine ene \ Ce 
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Suggested 
Retail 
$2.49 


INDOOR-OUTDOOR HOME BELL 


Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


Suggested 
Retail 
$4.95 


BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 


_ Suggested 
S = -Retail 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
+++@ big seller everywhere, anytime. 


* Complete Line 
* High Profit 
* Big Volume 


Display packaged, full price range, 
on all year ‘round sellers. Perfect for 
o hundred uses at home or away 
-..@ big gift item. 


Send for the Bevin Catalog | 








EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 











SCHEDULE OF CONVENTIONS AND SHOWS 


May 22-25 


June 12-18 


June 26-30 


July 11-15 


July 17-22 


July 24-29 


July 24-29 


Aug. 21-24 


Aug. 28-30 


WESTERN TOY, JUVENILE AND WHEEL GOODS 
MARKET, Western Merchandise Mart, San Francisco. 
(Henry Adams, Merchandise Mart, 1335 Market, San 
Francisco.) 


ARCHITECTURAL HARDWARE INSTITUTE, Ohio 
State University, Columbus, Ohio. (Sponsored by Ameri- 
ean Society of Architectural Hardware Consultants, 


George Merrill, coordinator, 220 E Street, Santa Rosa, 
Calif.) 


CHICAGO INTERNATIONAL TRADE FAIR, Navy Pier 
Exhibition Hall, Chicago, Ill. (Richard Revnes, Managing 
Director, 30 West Monroe St., Chicago 3.) 


ASSOCIATED POT & KETTLE CLUBS OF AMERICA 
CONVENTION, Hoberg’s Resort, Clear Lake, Calif. 
(Merle Smith, Western Merchandise Mart, 1355 Market 
St., San Francisco, Calif.) 


NATIONAL HOUSEWARES SHOW, Atlantic City Au- 
ditorium, Atlantic City, N. J. (National Housewares 
Manufacturers Association, Dolph Zapfel, 1130 Merchan- 
dise Mart, Chicago, III.) 


LOS ANGELES SUMMER MARKET, Home Furnish- 
ings Mart, Los Angeles, Calif. (Eddy S. Feldman, Home 
Furnishings Mart, 712 S. Olive St., Los Angeles, Calif.) 


5ist CALIFORNIA GIFT SHOW, Ambassador & Bilt- 
more Hotels, Merchandise Mart, and Brack Shops Build- 
ings, Los Angeles, Calif. (Trade Shows Ltd., 3510 Council 
St., Los Angeles 4, Calif.) 


WESTERN SUMMER MARKET, Merchandise Mart, 


San Francisco, Calif. (Henry Adams, 1355 Market St., 
San Francisco, Calif.) 


WESTERN CHINA, GLASS, GIFT, JEWELRY, TOY, 
STATIONERY & HOUSEWARES SHOW, Brooks Hall, 
Sheraton-Palace, St. Francis and Sir Francis Drake 
Hotels and Western Merchandise Mart, San Francisco, 
Calif. (Western Merchandise Exhibitors, Inc., Kay Leber, 
Managing Director, 1855 Market St., San Francisco 3, 
Calif.) 


PORTLAND GIFT SHOW, Portland Public Auditorium 
and Plaza Hotel, Portland, Ore. (Kay Leber, Managing 
Director, Western Merchandise Exhibitors, Inc., 1855 Mar- 
ket St., San Francisco 3, Calif.) 


SEATTLE GIFT SHOW, New National Guard Armory, 
Olympic and New Washington Hotels and Terminal Sales 
Building, Seattle, Wash. (Kay Leber, Managing Director, 
Western Merchandise Exhibitors, Inc., 1355 Market St., 
San Francisco 3, Calif.) 


SPOKANE GIFT SHOW, Davenport Hotel, Spokane, 
Wash. (Kay Leber, Managing Director, Western Exhibi- 
tors, Inc., 1855 Managing Director, Western Exhibitors, 
Ine., 1855 Market St., San Francisco, Calif.) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 


Bureau. 
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Westerners Named on Hardware 
Association Committees 


Two Westerners have recently been 
named on two different committees 
in the American Hardware Manufac- 
turers Association. A. L. Platky, sales 
manager of P & C Tool Company, 
Portland, is one of three members on 
the resolutions committee. Marron 
Kendrick, President of Schlage Lock 
Company, San Francisco, is one of 
five members of the membership com- 
mittee. 


Takes On Line At Show 


DISPLAY OF WATER TIMERS at- 
tracts attention of George Neilson, 
buyer of garden supplies, at Dunham 
Carrigan & Hayden of San Francisco, 
at the recent West Coast Hardware- 
Housewares Show at Los Angeles. 
Subsequently his firm took on the line 
and is encouraging retailers to use 
the demonstrator which is shown 
here. Water timer is manufactured 
by Richdel, Inc. The Central Garden 
Supply of San Francisco took on the 
line simultaneously. 


L. A. GIFT SHOW ADDS SPACE 


SMILES OF APPROVAL are given 
after inspection of new 16,898 square 
feet of additional display area for the 
California Gift Show in Los Angeles’ 
Biltmore Hotel’s Rex Room. The 
three riding on newly installed es- 
calators are from left: James Sinclair, 
manager of the hotel; vice chairman 
of California Gift Show, Murray R. 
Carr, president of House of Paper, 
Inc.; and Gift Show chairman, Pete 
Bostrom, owner of Bostrom’s, Phoe- 
nix. Trade Shows Ltd., sponsor of 
the 5lst Gift Show, have set July 
24-29 as show dates. 
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FULL LINE 


keeps chain sales coming your way! 


You'll satisfy every customer's needs—get the biggest share of the 
chain business in your area with Taylor's complete line. National 
advertising . . . effective sales helps . . . up-to-the-minute packaging 
make this profitable business come easier. And Taylor's 86-year-old 
reputation for top, uniform quality assures complete customer satis- 
faction—strong repeat sales for you/ 


FREE! CHAIN 
SAMPLE BOOK. 
Bulletin 59 contains 
actual-size reproduc- 
tions of all types and 
sizes of welded and 


ad e weldiess chain. 


CHAI since $.G. TAYLOR CHAIN CO., INC. 
1873 Hammond, Indiana 
WEST COAST OFFICE AND WAREHOUSE, 2343 Saybrook Ave., Los Angeles 22, California 
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DON’T GET BOGGED DOWN 


To Greater Sales 


Stock up on FREEWAYS? 
the Fastest Selling 
BROOMS in the West 





ea | PUSH pax 


There is no cleaner sweep than 
in your warehouse when FREE- 
WAYS start selling themselves. 
You won’t have to wonder where 
the FREEWAYS went to—you'll 
know! Into the hands of very sat- 
isfied customers!!! 


FREEWAY -the all purpose 


broom for patios, sidewalks, and 
barbecue areas. 

With DURATEX plastic fibres that 
pick up dust by magnetic action, 
FREEWAY brooms are excellent 
for industrial and farm use also. 
Impervious to commonly used 
petroleum and caustic products. 
Outlasts conventional brooms three 
to one. 

Each broom guaranteed for one 
year—there’s a tag attached to each 
broom to prove it. 


AMERICAN 
PUSH BROOM CO. 
[xi =\ 114 Fern Street 
San Francisco - ORdway 3-889] 
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ATKINS HOLDS S.F. MEETING 


4 og ae ~ 


SAN FRANCISCO—Frank S. Shep- 
pard, national hardware sales mana- 
ger for Atkins Saw division, Borg- 
Warner Corporation, Indianapolis, 
Ind., inspected Atkins new sales office 
and warehouse here recently. Shown 
above from left are: Robert L. Rabe, 
office manager; Sheppard; Herbert G. 
White, sales engineer; and J. Frank 
Davis, hardware sales. White and 
Davis cover central California for At- 
kins. The new office is located at 317 
Corey Way, South San Francisco. 
Sheppard conferred with the local 
sales staff on future sales promotional 
plans. 


S&Q Holds Dealer Meetings 


HOPKINS, Minn.—L. M. Hatfield, 
president of Janney, Semple, Hill & 
Company here, has announced six 
dealer merchandising meetings to be 
held in April and May for the S&Q 
hardware store owners. The first 
meeting was held here on April 19-20. 

Those meetings to be held in the 





NEWS 
Western states will be one at Port- 
land, Oregon, at the old Heathman 
Hotel on May 9, and at the Cosmo- 
politan Hotel in Denver on May 11. 

The newly developed Automotive 
Department will be fully displayed 
and reviewed at these meetings. 
Glenn Gruye, S&Q buyer, together 
with assistance from factory execu- 
tives, will present the complete auto- 
motive line to the dealers. It is esti- 
mated that this department will ac- 
count for up to 25 percent of dealer’s 
total retail volume. 


NW ASSN. ELECT OFFICERS 


NEW PRESIDENT, William D. Lea- 
ton of Kamiah, Idaho, is flanked by 
outgoing president and new vice 
president of Pacific Northwest Hard- 
ware & Implement Association, Spo- 
kane, Wash. Past president at left 
is Herbert L. Schneider, Hillsboro, 
Ore. At right is vice president Robert 
R. Carey, La Grande, Ore. The 57th 
annual convention will be held Janu- 
ary, 1961 at the Davenport Hotel, 
Spokane. 


STAR MACHINERY HOLDS DEALER SCHOOL 


‘ 


BACK TO SCHOOL for Western Washington hardware dealers. Star Machin- 
ery Company, Seattle hardware wholesaler, recently concluded the first two 
sessions of a retail dealer machinery training course at Seattle. Attending 
dealers of the three-day courses, covered the operation of the radial arm saw 
and the proper maintenance of it. Bill Welch, Star Machinery sales repre- 
sentative and Ken Kittinger, AMF/DeWalt factory instructor, conducted the 
classes at the firm’s headquarters. The training course is one of the first of 


its type on the West Coast. 
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OX SHOES ARE NEW TRADITION 
FOR NORTH COAST ASSOCIATION 

















plaques are being used to honor past 
presidents of the North Coast Retail 
Hardware Association in the Pacific 
Northwest. Neil Cochran, owner of 
Cochran’s Snohomish Hardware, 
Snohomish, Washington, said the ox 
shoes had been in the store since it 
opened in 1898. In the old days oxen 
were used along the Snohomish plank 
roads. Two kegs of the shoes had 
been in the stock room until someone 
got the idea to gild them for mount- 
ing. The shoes were donated to the 
association. Past presidents now re- 
ceive them as they leave office. Coch- 
ran, who served as association presi- 
dent in 1948, got one at the conven- 
tion this year. He says there are 
enough left to “shod” about 15 more 
past presidents. Cochran ran_ the 
above ad in the local paper, Sno- 
homish County Tribune. The ad re- 
ceived wide attention. 


Meunier Joins Shelton Metal 


John L. Meunier has been named 
sales manager tor the Selectronair 
division of the Shelton Metal Products 
Corporation, Shelton, Conn. Meunier 
will direct sales of the company’s new 
air purifier. He was formerly with 
Kelvinator Sales Corporation. 


COMING NEXT MONTH... 


The Annual Wholesalers Directory 
issue . . . Contains names of execu- 
tives and buyers . . . Price $2.00 
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Why more customers 


last: (elamrelae dals 


MEZURMATIC 
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It’s easy to see why Lufkin’s MezurMatic is the new leader in 
automatic tape rules. Exciting user advertising. Powerful promo- 
tions. The kind of quality features that reach out and beckon. 


The rigid blade, for instance. The touch-control rewind. The rugged, 
heavy-duty end hook. Quality where it counts with craftsmen. 


So get plenty of backup stock—you'll need 
it with the automatic tape more customers 
reach for... the Lufkin MezurMatic! 


They/! be 
looking for it 
on your 
TURNOVER 
TARGET 
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POT AND KETTLE CONVENTION COMMITTEE IN CHINESE SETTING 


DRESSED LIKE OLD TIME CHINESE, the San Fran- 
cisco committeemen who are planning the annual conven- 
tion of the Associated Pot and Kettle Clubs of America 
took time out recently at Kuo Wah, a Chinese restaurant 
in Chinatown, San Francisco, to formulate plans. At the 
same time the local and national presidents bestowed gifts 
on Miss Carole Ng, who is Miss Chinatown, USA, for 
1960. Those looking on are (standing 1. to r.) Jim Collins, 
president of San Francisco Pot and Kettle Club; H. J. 
Wong, publicity director of the Chinese Chamber of Com- 
merce of San Francisco and also member of Ti Sung Com- 
pany, hardware and furniture firm. Dave Bartelme, 


1959 WESTERN MEMBERS OF PYREX a CLUB 


THOMSON-DIGGS CO., Sacramento 
(photo at right), receives award for 
first time. Standing at ceremonies 
(i. to r.) are: Charles Sorenson, T-D 
buyer; R. N. Ristad, mgr., Pyrex 
S. F.; Ed Towne, asst. to T-D pres.; 
James Miller, Pyrex field S. M.; 
seated is Charles Mason, T-D presi- 
dent. 


J. B. SHERR CO. (at right), San 
Francisco wholesale firm, gets first- 





chairman, Supreme Council of the national club. (Seated) : 
Armand Schwartz, housewares buyers of Dunham, Carri- 
gan & Hayden, national treasurer; Robert S. Barkell, Rob- 
ert S. Barkell Co., chairman of the convention committee; 
Miss Ng; Rod Adams, Robert S. Barkell Co., president of 
the national club; Jim Anderson, Grandco Sales, national 
secretary. The convention will be held at Hobergs, Lake 
County, California, June 26-29. Pictured at right are 
members and wives who attended the party which was a 
“dress rehearsal” for the special pre-convention party for 
delegates which will be held at the Kuo Wah restaurant 
on June 25. 











time award. In attendance at presen- 
tation (1. to r.) are: James Miller, 
Pyrex rep; J. B. Falk, V. P. and S. M. 
for Sherr; J. B. Sherr, pres. of firm, 
and R. N. Ristad, Pyrex rep. 


CALIFORNIA HARDWARE COM- 
PANY, Los Angeles, is awarded 
Pyrex trophy during ceremonies at- 
tended by the following: (Seated) 
E. P. Hallock, C. H. C., V. P., and 
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W. R. Read, C. H. C. buyer. Standing 
are: G. D. Hillier (left), West. mer.; 
F. J. Krueger and R. L. Waterman, 
V. P., all of Corning. 


UNION HARDWARE & METAL 
co., L. A. with E. H. McLaughlin, 
pres. (seated). Standing (I. to r.) 
are: E. H. McLaughlin, Jr., Union 
V. P.; R. L. Waterman, Corning; 
F. J. Regan, Union V. P.-S. M.; G. D. 


Hillier, Corning; W. H. Grant, Union 
buyer, and F. J. Krueger, Corning. 


M. SELLER COMPANY, Portland, is 
presented Pyrex award in ceremonies 
attended by the following (from left): 
Ben Ettelson of Seller accepting 
award; Ray Marrs, buyer for the 
wholesale firm; W. B. Gahlsdorf, 
Pyrex, presenting award, and R. L. 
Waterman of Corning Glass Works. 
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only HOWARD has it! 


POWER TOOL 
BRUSHES 


with 
sensational 


SLIDE - PAK 


and 
3-D Display! 


Now, the Howard line 
of cup and wheel 
wire brushes for all 
power tools in a new 
hard-sell package! 
Plus free metal rack 
with assortment for 
counter or pegboard. 
Also in open stock. 
Full 40% dealer 


Send for illustrated bulletin. 


HOWARD HARDWARE PRODUCTS, INC. 


A. J. LYNCH CO., Representatives 


4560 East 50th Street ¢ Los Angeles 58, California 
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HERE'S THE 
NEW POCKET- SIZE 
WONDER SAW YOUR 
CUSTOMERS WILL 
BE ASKING FOR! 


PAK- 
SAW 


ae 
IDEAL FOR: Retails y 


e Outdoorsmen « Housewives 

eBoy Scouts «+ Gardeners 

e Carpenters e Electricians 

e Plumbers e Home handymen 

Advertisements in Outdoor Life, Popular Gardener, Boys’ Life are creating 
a terrific demand for this do-everything tool! Durable, band-saw steel 
blade never needs sharpening ... locks open for complete safety. 


folds into 9” hardwood handle. Saw biade 8” long. Individually boxed 
Retails at $2. Excellent mark-up. Write for price list today! 


PAK -S AW ?. 0. Box '224, Dept. H5, Seattle 11, Washington 
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for replacement 
for do-it- -yourseh 


GLEASON WHEEL 


COMPLETE WHEEL 
DEPARTMENT IN 
3 SQ. FT. OF FLOOR SPACE 


Everything you need to take care of 
all your wheel needs. All-metal display 
contains 46 Gleason narrow Hub Wheels 
and reducer bushings to adapt 4%” I.D 


wheels to fit 34” and 7/16”. DISPLAY | 


Order from your wholesaler. | 


ask for GLEASON on your wheeled equipment 
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., 250 N. Vath Se. Milwoukee 3, Wis. 


Do floor nails 
rip into your 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 





Slip off old, slip 


—-— cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt reatal sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 
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» NU MANUFACTURING CO. 


HOLT MFG. CO. Dept. K-5 
669 ~ 20th $t., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 








Please send me folders describing Holt rental machines. 


NAME POSITION. 





669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 





FIRM. 





ADDRESS_ 





are 
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SILVER 
LAKE 


SASH CORDS 


O8 , ate 
ok Ga 


"Guaranteed b > 


Good Housekeeping 
N24 sovraresee ES 
The quality clothes lines 
and cords of many uses 


SILVER LAKE CO. 
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Established 1858 Boston 10, Mass 
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| NEWS 





Barco Mfg. 


Appoints 
| Sales Mgr. 


Robert J. 
Oliver 


Robert J. Oliver has been named 


| sales manager of Barco Manufactur- 
| ing Company, Worcester, Mass. Oliver 


was formerly sales manager of Avon 
Manufacturing Company and Kay 
Products of Worcester. Avon and Kay 


| recently combined with Barco. Barco 
| manufactures lawn and garden equip- 
|} ment. 


| Sunbeam's Consignment Test 


Program Extended in West 


Sunbeam Corporation, manufac- 
turer of electric appliances, has an- 
nounced extension of the distributor- 
agent consignment test program from 
a three-state Pacific Coast area to five 
additional states. The provisions of 
the contract arrangement will be ex- 
tended to Arizona, Idaho, Montana, 
Nevada and Utah, according to 
C. Clifford Mendler, vice president. 
The market testing program under 
which dealers are contracted for ap- 
pliance sales has been in operation in 
California, Oregon and Washington 
since early 1959. 


Crawford Wins Utah 
Sales Award 


SALT LAKE CITY—Gene V. Craw- 


. He took hold of each promotion 
from the factory as a new op- 
portunity to get new customers 
and to build the ones he already 
was serving. 

. He did all the things any sales- 
man should do to increase sales. 





| PORTLAND—E. A. Ditter of Ditter 


Hardware Company, Sublimity, Ore., 
won this Westinghouse electric range 
in a contest at Northern Wholesale 
Hardware dealer convention, Feb. 21- 
23 here. The prize contest was held by 
Glamorene, Inc., to help introduce 
their new Electric Brush and new 
Miracle Oven Cleaner. Tom Jones and 

| David H. Woodlee, Woodlee-Jones Co.. 
Northwest representatives, introduced 
and demonstrated the products. 





GLAZIERS’ POINTS 


Everybody reaches for 


| 
| 
| 


ford, floor covering specialty sales- 


man for Strevell-Paterson Hardware | 


Co. here, was one of 10 men winning 
the coveted Utah Association of 
Sales Executives’ Annual Distin- 
guished Salesmen’s Award for 1959. 

Crawford accomplished this record 
in the first full year of sales experi- 
ence. He took over a Specialty Terri- 
tory on Floor Covering that was in 
good shape but with a lot of planning, 
initiative and hard work, he built his 
sales to 86.4 per cent over the record 
of the previous year. 


U. J. Kuhre, executive vice-presi- | 


dent of Strevell-Paterson Hardware 


| Co., said there were a number of rea- 
| sons Crawford achieved this record 


. . among them the following: 

1. He put in store and window dis- 
plays for a good many of his 
dealers. 

. He made sure that point-of-sale 
material was properly used. 

. He held sales meetings and prod- 
uct knowledge meetings with the 
floor covering salesmen for his 
dealers. 


... Clean cut, zinc coated. 


TeMatelate ham elela. dele |-5 


Poin . .. Shoots points into 


toughest wood. Patented 
nose plate prevents dropout! 
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NEWS 


Meyer Sells Catalog 
To Concentrate on Val-Test 


DENVER—A committee of the Val- 
Test Distributor Organization, a divi- 
sion of Meyer Merchandising Service, 
Inc., met in Denver on March 16, 17 
and 18, with representatives from the 
Meyer firm. The committee reviewed 
and selected items offered by manu- 
facturers for the 1960 Fall and Win- 
ter promotions. Merchandise was 
chosen for two broadside promotions 
and a gift catalog. 

At the same time it was announced 
that the Meyer Merchandising Ser- 
vice had sold their rights to the de- 
partment store catalog, Quality 
Housewares, to Whipple & Associates. 
W. F. Meyer, Jr., president of Meyer 
Merchandising, said that the rapid 
growth of the Val-Test hardware- 
housewares wholesaler organization 
prompted his decision to sell the 
rights. “All of our efforts,” Meyer ex- 
plained, “will now be devoted to the 
interests of our wholesaler organiza- 
tion.” 

The following Western wholesalers 
are part of the national distributor 
organization which Meyers. repre- 
sents: Dunham, Carrigan & Hayden 
Co., San Francisco; Harper & Rey- 
nolds Corp., Los Angeles; Idaho Hard- 
ware & Plumbing Co. Ltd., Boise, 
Idaho; Geo. A. Lowe Company, Og- 
den, Utah. 


G.E. Names Kirtland Merch Mgr. 


Grayson D. Kirtland has been ap- 
pointed merchandising manager for 
General Electric’s automatic blanket 
and fan department. He joined Gen- 
eral Electric Company in 1957. 


DUNHAM WINS OSTER AWARD 


SPECIAL AWARD for sales and mer- 
chandising was presented to Dunham, 
Carrigan & Co., San Francisco, re- 
eently. John Oster Manufacturing 
Co. made the award to the wholesale 
firm for outstanding performance in 
merchandising in the Oster Golden 
Circle of Gifts premotion. Ernest F. 
Happoldt (right) of the Chas. G. 
Putnam Co., and Oster representative 
here, presents the simulated gold rec- 
ord plaque to Dunham’s merchandis- 
ing manager, James E. Skelley. 
Charles A. Lutz, general sales man- 
ager of Dunham, looks on. 


MAY 1960 


Get profitable share ae 


of market for 


natural wood finishes FAST-MOVING ITEMS 


Both professionals and do-it-yourselfers are dis- 
covering anew the beauty and charm of wood, 
creating a growing demand for the exceptionally 
tough, yet satiny smooth finish Flecto gives on 
counters, doors, paneling, garden and indoor fur- 
niture...dozens of other uses. 


© Sunset ads pre-sell your customers @ Color- 
ful label suggests uses, gives instructions @ 
Demonstration panel (8” x 16”) shows beauty 
of Flecto 600 and 601 © Helpful literature for 
handouts and direct mail—all help you sell. 


Sold by 2000 Western dealers. Low inventory re- 
quirement and fast turnover make Flecto a real 
profit builder. Order from your distributor today, or 
write us. 


THE FLECTO CO., INC. 
Dept. H, 805 Allston Way, Berkeley 10, Calif. 
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| Another new 





No. 330 
for Beaver 
and Otter 











A new model, Jere ao 330 ben cr trap for 
P beaver, otter, and other animals of similar size is 
Also available: now available. This humane, body-gripping trap is 
No. 110 Victor Coni- ideally adapted for water sets. It has large, 10’’ x 10” 
hoor ter musheet jaws and double spring for fast, powerful killing 
: “ action. Equipped with safe-setting device and 19” 
mink, skunk, weasel, chain with ring. 
barn rat, wharf rat, The Victor Conibear trap has proved to be every- 
squirrel, civet cat, thing it was said to be. Trappers demand it because 
and similar size it eliminates wring-off of valuable fur-bearers. Only 
you, as a Victor Dealer, can offer it! So don’t wait 
... order the new No. 330 Victor Conibear trap from 
your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. * Pascagoula, Miss. * Niagara Falls, Ontario 
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animals. 

















NEWS 


Builders Hardware 
School Rescheduled 


SAN FRANCISCO — The Builders 
Hardware school originally planned 
for the first of the year was re- 
scheduled by the Northern California 
Chapter AHC. Their school will be 
sponsored in the Fall. 





Registration forms must be mailed 
before August 1. The cost will be $20 
for each student to cover the entire 
cost of 20 sessions of two hours each 
on Builders’ Hardware at the San 
Francisco Builders’ Exchange, 850 
South Van Ness, here on Wednesday 
evenings, 7 to 9 p. M. Actual start- 
ing date will be announced later. 


Instruction and study lessons will 
be assigned from 32 chapters of the 
book “Hardware Age Builders’ Hard- 
ware Handbook” by Adon Brownell. 
This book, valued at $8, is furnished 
during study at no cost to the student 
and will become the property of the 
student upon completion of 20 ses- 
sions as part of his reward for faith- 
fully attending classes. 


Instructors will be qualified AHC 
and factory personnel experts in their 
own fields and thoroughly conversant 
with the chapters being studied. 


Anyone interested in obtaining 
registration forms, should circle num- 
ber 300 on the inquiry card in this 
issue. 


Regional Meetings Held By 
California Retail Hardware 
Association 


SAN FRANCISCO—Krueger Jacob- 
sen, secretary-manager of California 
Retail Hardware Association, an- 
nounced that regional meetings are 
being held throughout Northern Cali- 
fornia for their members and also all 
other interested hardware dealers. 
Sam Siegler, University of San Fran- 
cisco, will hold a discussion type con- 
ference at all of the meetings which 
start at 7:15 with dinner. 


Johnson Names Two in West 


SAN FRANCISCO—A. C. Greenen, 
formerly Pacific regional manager of 
S. C. Johnson & Son, Inc., has been 
named Western regional manager. He 
will make his headquarters in Kansas 
City. The new Pacific regional man- 
ager is James G. Dick, Jr. Previously 
he was East Central regional man- 
ager. He will headquarter here. 


DURA NAMES DE eck SM. 


t 

LOS ANGELES—Michael D. De San- 
tis has been appointed sales manager 
of the Dura Sales Company here. The 
firm is distributor for Moto-Mower 
power lawn mowers and other garden 
equipment. De Santis will be re- 
sponsible for sales in eight Southern 
California counties. He will also be 
in charge of Western distribution of 
Magic Start impulse-type engine 
starter. De Santis holds one of the 
starters in the above picture. 





Fina MARSHALLTOWN 


4(MARSHA 


MARSHALLTOWN TROWEL COMPANY - 


TROWELS 
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MARSHALLTOWN, IOWA 








Hardware and Hobbies — 
a fine “PROFIT - TEAM’ 


Add hobbies to hardware and you build traffic, 
build sales, build profits. Entrance into the hobby 
field is easy for hardware retailers in California, 
Oregon and Washington. You have access to the 
West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise, plus mer- 
chandising aids, and counsel based on 23 years’ 
specialized experience. Write for information, or 
ask to have a representative call on you. 


Wholesale only 


598 POTRERO AVENUE, SAN FRANCISCO 10, 





D N, Distributor of Hobby Supplies 
. e * 


CALIFORNIA 











TEHR-GREEZE FABRIC CEMENT 
In Handy Self-Dispensing Plastic Squeeze Bottle 


Same high quality patching cement in a handy 
plastic squeeze bottle that eliminates messy pad- 
dies, brushes and waste. For the instant repair 
of tarpaulins, binder canvasses, canvasses, leather 
material or . ow hogs it can penetrate. Thousands 
of uses. by leading jobbers and dealers 
everywhere. ~ Bud in 2 02., 6 oz. and 16 oz. plas- 


tic bottles. Larger sizes pack- 
ed in glass containers. Write 
for free sample, prices and 
literature. 
Comes in attractive 3- 
color counter display 
carton. (12 to a pack- 
age). 
700 W. Root St. 
Chicago 9, Ill. 
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BLUE BIRD 


introduces 


the 








Complete SHOW-OFF Display FREE 
when you buy 6 tools listed below: 


One each Nos. 007, 010, 012 Straight Pattern 
One each Nos. 207, 210, 212 Circular Pattern 


AN ALL NEW 


BLUE BIRD SNIP 
DISPLAY MERCHANDISER 


BLUE BIRD'S Show-Off combines a 
colorful presentation, complete selec- 
tion and self-service selling for faster 
turnover. This compact unit gives you 
a complete snip department with 
just 6 popular-size Blue Bird Snips. 
Constructed of sturdy, lightweight 
metal, it comes ready to hang on 
wall or perf-board. The complete 
Show-Off is shipped with one each 
of six numbers, but it is roomy 
enough to accommodate three or 
more of each number from your 
own stock. 


Ask your jobber salesman or 
write for Bulletin No. 3605 


| al 

| > | BERGMAN 
yy )} TOOL MANUFACTURING CO., INC 
; 1573 Niagara St. Buffalo 13, New York 


Moanvfacturing Fine Quality Tools for 60 Years 
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IN MEMORIAM 





WALTER P. PAEPCKE 


Walter P. Paepcke, 63, chairman of 
the board and chief executive officer 
of Container Corporation of America, 
died in Chicago recently. 

Paepcke founded the paperbcard 
packaging firm in 1926. He had been 
previously in business with his fa- 
ther’s firm, Chicago Mill and Lumber 
Company. 

Paepcke was instrumental in build- 
ing Aspen, Colorado, into an interna- 
tional cultural and sports center. He 
organized the Aspen Institute for 
Humanistic Studies in 1950. 

Paepcke leaves his widow, Eliza- 
beth, and three daughters. 


CHARLES T. YOUNG 


Charles T. Young, 90, died recently 
after a prolonged illness. He was ac- 
tive in the rubber industry for 62 
years. He started with New York 
Belting and Packing Company in 
1891. Later, he joined The Manhat- 
tan Rubber Manufacturing Company. 
Young became factory manager in 
1911. In 1916, he became vice presi- 
dent. 

Young is survived by his widow, 
Anne, and a daughter. 


B. FRED PENNINGTON 


LONG BEACH, Calif.—B. Fred 
Pennington died here recently. Born 
in Winchester, Kan., Pennington was 
associated for several years with 
Northern Western Barb Wire Co. He 
was later vice president and head 
buyer for the Brown Camp Wholesale 
Hardware Co. in Des Moines, Iowa, 
for over 20 years. Pennington was a 
resident here for more than 30 years. 
He was with the American Hardware 
Co. in Long Beach for 10 years. 

Surviving is his widow, E. Lo Vine 
Pennington. 


COMING IN JUNE... 


Our Annual Western Wholesalers’ 
Directory and New Products Cata- 
log. The Major Suppliers to Retail 
Hardware Stores in the West are 
listed with their Executives, Buyers, 
Type of Lines, Services, Special Pro- 
motions and Events . . . All New 
Products Items Classified for Quick 
Identification. 





AEROXON 
FLY RIBBONS 


With the Tack Attached 


SURE! SAFE! 
SANITARY! 


Increases sales wherever dis- 
played! New blue and yellow 
card with 5 Aeroxon Fly 
Ribbons in transparent plastic 
blister. 


Priced for 
Volume Sales 
and Profits 


as 
‘ Warehouse Stocks Carried 
6 in 10 Major Markets 
@ New York ® Chicago 
ny @ Norfolk @ San Francisco 
be 


@ Kansas City @ Los Angeles 
@ Dallas, Tex. @ Minneapolis 


& @ Portland, Ore. @ Denver, Colo. 
NATIONALLY ADVERTISED 
Complete Details and 


Prices Upon Request 


AEROXON SALES CO., INC. 
9 East 38th St., New York 16, N. Y. 
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OPTIONAL RELOADING with down- 
stroke or upstroke actions. Reloading 
tool has interchangeable toggle. 
Stroke begins at waist-level in hori- 
zontal position for smooth action.— 
Pacific Gun Sight Co. 
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PERSON ALIZED old-fashioned glass 
sets. Eight glasses in set are em- 
bossed with a game fish, date and 
place of world’s record catch. Glasses 
are 14-0z.—Fred Arbogast Co., Inc. 
For Details Circle 253 on INQUIRY CARD 
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ON-THE-SPOT REPAIRS to small 
motors with maintenance kit. Out- 
boards or lawn mowers can be ad- 
justed by owners. Kit includes 36- 
vage manual telling how to do it.— 
Challenger Div., Penens Tool Corp. 
For Details Circle 259 on INQUIRY CARD 


DISPENSER PAK allows fishermen 
to reel line directly from container. 
Line dispenses through small hole in 
blister pack. Two spools hold 100 
yards each.—U. S. Line Company 
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RECEIVER SIGHTS for Remington 
Nylon 66 rifle. Two models available. 
The Foolproof FP-66 with adjust- 
ments and 5D-66 without adjustments. 
Only two holes necessary.—Williams 
Gun Sight Co. 
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DOUBLE FLY is called the Cannibal. 
Two flies are tied on 18-in. nylon 
leader. Available in three-color pat- 
terns. Combination is said to be 
deadly for fish—Marathon Bait Co. 
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“NO-SLIP” 
JAWS 


SAFE REMOVAL OF HOOKS with 
“Hookout.” Will reach eight inches 
down gullet without injury to fish. 
New tooth design said not to slip. 
Smooth upper jaw with teeth on lower 
side holds hook.—Ardmore Specialties 
For Details Circle 256 on INQUIRY CARD 


REPEATER AIR PISTOL is 20-shot 
BB model. Will also shoot pellets and 
darts. Has weight of .45. Repeater 
is .177 caliber. Model MPR replaces 
single shot models.—Marksman Prod- 
ucts 
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EXTRA LARGE SLEEPING BAG 
has six pounds of Dacron. Alaska bag 
is 42 x 84 in. Detachable pillow and 
duffel carrying case included. Zipper 
weatherstripped to keep cold out.— 
H. Wenzel Tent & Duck Co. 
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SPORTS NEW PRODUCTS 





NEW MARINE PRODUCTS LINE 

For owners of every type and size of 
boat will go for the new family of 
marine specialty items named “7” 
Seas. Included in the line are “Spark” 
fuel additive to aid quick starting; 
“Perk” crankcase oil additive to im- 
prove engine performance; “Show- 
boat” marine metal polish and clean- 
er; “Block” aerosol liquid spray to 
dry ignition systems and stop corro- 
sion on bright metal parts; and 
“Snug” canvas water repellent. Five 
sizes of cellulose sponges to meet 
various cleaning and bailing needs 


veloped and tested.—E. I. DuPont De 
Nemours & Company. 
For Details Circle 265 on INQUIRY CARD 


COMPLETE REEL LINE 

Six new reels with five more to be 
added shortly brings the total to 17- 
reels now available in the Airex line. 
Eight spinning reels in both open and 
closed face types and six fly and three 
bait-casting reels make the complete 
line. Three of the new reels are 
offered in the low-price class. All 
reels are matched to the manufac- 
turer’s line of rods. Lures and acces- 
sories are also available—Airex Cor- 


are also available. New products will 


‘ poration. 
be added to the line as they are de- 


For Details Circle 266 on INQUIRY CARD 














t 


THREE NEW HIGH POWER RIFLES have recently been announced. Model 
742 (above top photo) “Woodmaster” is latest in series of high power center 
fire autoloading rifles. Weighing only 7'-pounds, “Power-matic” action gives 
shooters softest possible recoil. Tests have resulted in five aimed shots in as 
little as five seconds, manufacturer states. Offered in 280 Remington, 30-06 
and 308 Win. Hammerless, 22-inch barrel, five shot capacity including one in 
chamber, step adjustable rear sight and American walnut stock are other fea- 
tures. For heavy brush country, the new slide action carbine has been designed 
and should handle well. Weighing 62-pounds with 18 inch barrel, the rifle is, 
according to the manufacturer, the only slide action carbine made. Modern, 
high power cartridges can be safely used. Four-shot magazine plus one in 
chamber gives five-shot capacity. Free floating barrel and an encased bolt head 
assures accuracy. The Model 760C is modification of famous Model 760 
“Gamemaster” slide action center fire rifle. Uses same ammunition as above 
Model 742. New caliber additions for three bolt action center fire rifles. Models 
721, 722 and 725 have each a new version. Model 721A is available in 280 
Remington (lower photo); Model 722A is same as Model 721A except for 
shorter action chambered for 222 and 244 Remington cartridges and 308 and 
243 Win. cartridges. Model 725ADL is offered in 222, 244, 280 Remington and 
243, 308 Win. cartridges, as well as the new 243 Win. and 30-06.—Remington 
Arms Company, Inc. 
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SPORTS LITERATURE 
MODERN BOATING GUIDE SERIES FOR RESALE 


SPORTS MERCHANDISING—— 





re ARE 4 BOATMANSHIP CARE 
OUT 


—. VISIBLE AND REACHABLE bicycle 
tires. Novel display holds one dozen 
tires. Display is versatile. Can be used 
on floor, shelf or counter. For eye ap- 
peal, red and white printing on light 
green. Tag furnished for posting sizes 
and prices.—Mansfield Tire & Rubber 
Co. 
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TWO NEW ADDITIONS round out the Modern Boating Guide Series of books 
being published by Chilton Company’s Book Division. A total of 10 titles are 
now available to dealers for resale. Each of the books is priced at $1.95 retail 
in paperback. This excellent series is under the editorship of Hank Bowman, 
who authored two of the guides including the recently published one: “Guide 
To Care And Repair Of Your Outboard Motor.” Other outstanding writers 
who have contributed to the series are Bob Whittier, whose work includes the 
latest edition: “Guide For The Expert Outboarder,” to go with his other 
book: “Guide To Equipping Your Boat”; James D. Canfield, Leonard M. Fowle, 
Hal Kelley, Tommy Bartlett, E. L. “Buck” Rogers and Brandt Aymar and 
John Marshall have put into words their knowhow in the boating field. All 
10 titles are available in any quantities for resale to your fishing, boating and 


sailing customers. 


COMPAC CATALOG is 28-page 
comprehensive line of imported reels, 
rods, hooks, swivels, creels, binoculars 
and other items. Two-color catalog 
has 13 new items from Commerce Pa- 
cific, Inc. 
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1960 DARDEVLE CATALOG from 
Lou Eppinger Mfg. Company is 14- 
page easy to read source for lures. 
Selecting size, weight, color and pat- 
tern of Dardevles is simplified. Full- 
color selector backed with cross-refer- 
ence information table is included. 
“Dardevle Talks” section is full of 
fishing information on Dardevle lures, 
how to fish them, how to be a more 
successful fisherman and many other 
tips. 
For Details Circle 271 on INQUIRY CARD 
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1960 FISHING TACKLE from 
Wright & McGill contains 64 pages 
with 19 in full color. Included are 
several pages on “Hints on the hab- 
its of trout,” “How to catch bass” and 
illustrations and ‘‘biographies”’ of 
fresh-water and ocean game fish. The 
catalog also contains the popular 
Wright & McGill fishing calendar. 
Nominal cost of 10¢ for handling and 
postage for this catalog. 
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HAPPIER VACATIONS is a how- 
to-do-it booklet for vacationers, out- 
door cooking enthusiasts and camp- 
ers. Published by the Coleman Com- 
pany, the booklet is designed for 
dealers to give to their customers. It 
helps dealers sell the idea of out- 
door fun. Included in the 40-page 
booklet are where to go on vaca- 
tions, budgeting money on vacation, 
keeping kids happy in the car, taking 
the family pet and weekend vaca- 
tions in your own area. 
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“BIGGEST NEWS IN OUTDOOR 
CLOTHING” is new dealer catalog 
with 32-pages. Utica Duxbak Corp.’s 
complete line of hunting, fishing and 
outdoor accessories is described. New 
laminated-insulated hunting clothing, 
wash and wear garments and im- 
ported Holland suede cloth are in- 
cluded. 

For Details Circle 275 on INQUIRY CARD 





MERCHANDISING KIT has banners, 
ad mats and life-like birch log with 
three-reels mounted on it. Slogans in- 
clude: “Yes, We Sell Fishing Tackle.” 
Kits are sold through jobbers at spe- 
cial display package price.—Denison- 
Johnson Corp. 
For Details Circle 254 on INQUIRY CARD 


“INSTANT” BLOOD BAIT is packed 
in unbreakable container. Concentrat- 
ed catfish blood formula is dried in 
granular form. Will keep indefinitely. 
Said to have non-offensive odor. Few 
drops of water and blood can be 
kneaded into ball. Will stay on hook 
in swift waters. Leaves trail of blood 
in water attracting fish. Packed in 
self-selling container.—Li’l Okie Bait 
Co. 
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Water Skiing is 
Booming Sport 

Marketing researchers in the ma- 
rine industry keep asking the question 
why do people buy boats? The an- 
swers they get are varied and usually 
run to fishing, puttering and cruising. 
But there seems to be some puzzle- 
ment about the real reasons. Casual 
waterfront surveys point out water 
skiing as the number one sport for 
12 to 20-foot boats. The parents buy 
the boat, but the kids in the family 
take charge of the boat for water 
skiing. 

Sales point the way in this fast- 
growing sport. The American Water 











If you're going to aim it, aim it across 
the street. 


Ski Association says there are more 
than 5,000,000 water skiers today. 
The fact that there are nearly 6,000,- 
000 outboard boats and motors in use 
bears out the conservatism of this 
estimate. Water skis, ski ropes, safe- 
ty jackets, etc., are the items which 
have been showing large gains in 
sales. 

Weekends and once-a-year vaca- 
tions are about the only times that 
Dad can use his boat. The kids are 
the primary users of the rig. No mat- 
ter what reasons are given for buying 
a boat and motor, the chances are 
that water skiing is or will become 
an important reason. Hardware 
sporting goods departments should 
not overlook the possibilities of sell- 
ing the water skiing market. In par- 
ticular, dealers should try promotions 
to gain the teen-age and young adult 
groups as customers. 


Water Stamp Issued at 
National Watershed Congress 

A new commemorative postage 
stamp has been issued at the 7th Na- 
tional Watershed Congress in Wash- 
ington, D. C. Postmaster General 
Arthur E. Summerfield, Secretary of 
Agriculture Ezra T. Benson, Secre- 
tary of the Interior Fred A. Seaton 
and other prominent national figures 
participated in the stamp issuance 
ceremony to help focus attention on 
the dependence of the country and its 
people on water resources. 

The new three-color, four cent post- 


SPORT SHORTS 
DAISY PROMOTES SAFETY 


SAFE USE OF GUNS was kicked off 
recently by Daisy Manufacturing 
Company on the Dave Garroway TV 
show. The world’s fastest gun draw 
artist, Arvo Ojala (above left) dem- 
onstrates for Dave and Jack Les- 
coulie with Daisy preducts. Daisy has 
been sponsoring a training program 
for young Americans in the proper 
use of its products. Daisy’s “Spittin’ 
Image” holster outfit and “Bulls-eye 
Six-Gun” is being used in the fast 
draw demonstration by Ojala. 


age stamp joins earlier conservation 
commemorative stamps issued by the 
Post Office. The two-panel stamp 
portrays a closeup view of a drop of 
water falling from a leaf, which 
symbolizes watershed influences upon 
water supply. This design leads the 
eye to a right-hand panel depicting 
an actual watershed panorama. 





~ DRAPER-MAYNARD SPORTS EQUIPMENT 


pind 
Res 


Just like “too many cooks spoil the broth’ —the more sport- 
ing goods lines you have, the more headaches! More costs, 
too! You save when you stock and sell the one complete line of 
sports equipment your customers know . .. Draper-Maynard 
and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper 
work. In their place you get a complete line, with quality 
assured, quick delivery, faster turnover and higher profits. 
Get the full story. Write today for complete information, cat- 
alogs, and name of your nearest Draper-Maynard wholesaler. 


DRAPER-MAYNARD SPORTS EQUIPMENT 


Me Lithy Dag Kind? a division of The MacGregor Co. 4861 Spring Grove Avenue, Cincinnati 32, Ohio 


MAY 1960 
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Streamlined design, powerful selling 
features, wide range of sizes and mod- 
els, individual cartons—these are the 
reasons why Horton Water Coolers 
are America’s fastest-moving favorite. 


See your wholesaler, or write: 


HORTON EQUIPMENT CO. 


P. O. Box 2611, Houston, Texas... 
For Details Circle 43 on INQUIRY CARD 
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Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card 
when further 
about advertisement. 


on page 50 
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Chain Div. 


Arrow Fastener Co., Inc. 
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Bergman Tool Mfg. Co. 
Bevins Bros. Mfg. Co. 
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Campbell Chain Co. 
Champion De Arment Tool Co. 


Draper Maynard Co. 
Dyer Specialty Co. 
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Fuller Tool Co., Inc. 


Gleason Corp. ace rake 
The Grabler Mfg. Co. ( 
Greenlee Tool Co. 


Holt Manufacturing Co. ... 
Horton 
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Howard Hardware Products Co. .. 


Irwin Auger Bit Co. 
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Keiser Manufacturing Co. Second Cover 


Lewis Bolt & Nut Co 
Lufkin Rule Co. 


M 
D. N. Mallory 
Marshalltown Trowel Co. 
Mayes Bros. Tool Mfg. Co. 
Metal Sponge Sales Corp. eye 
Robert E. Miller & Co., Inc. ; 66 
Mirro Aluminum Co. Third Cover 
Molly Corp. ede eee : . ee 
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National Manufacturing Co. 


Pak-Saw 
Parmco 


Remington Arms 


R 


Red Devil Tools ai . P 
Remington Arms Co. (Ammunition) 
Richards-Wileox Mfg. Co. 


Ss 


Samson Cordage Works (Silver Lake Co.) 
Slaymaker Lock Co. 
Swing-A-Way Mfg. Co. 


T 


S. G. Taylor Chain Co 
Tubbs Cordage Co 


United States Steel Products Div. 
United States Steel Corp. .. 


Val-A Company ° 
Vaughan & Bushnell Mfg. Co. 


Warp Bros. (1) 

Weber Showcase & Fixture Co., 
Wilshire Manufacturing Co. 
Woodhill Chemical Co. 
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Big Parade of 
JUMBO VALUES. 


Special! 
5-PC. HANGING 
TOOL ENSEMBLE 


Solid brass frame with smart 
black hanging poker t 
and brush. } 


only $36 °°, | 


DELUXE WAGON 
with Rollaway 
Hood and 
_)))}) Warming 
y Oven 





tubular 
construction 


for strength, resiliency, and 
profitable SALES! 


NEW! In 16 or 13 oz. nail and 
16 oz. ripping. Also original 
“999” pattern 20 oz. ripping 
available with plain or milled 
face and extra long handle. 
Natural rubber grips. 


Write for further details. 


Price 16 and 13 oz. sizes $5.00 


VAUGHAN & BUSHNELL 


Manufacturing Company 
135 South LaSalle Street 
CHICAGO 3, ILLINOIS 


\\ 69%, 


on complete lines 
of Barbecues and 


Fireplace Furnishings 


WILSHIRE mec. co. 


Main Office: 4865 Son Fernando Rd., West * Los Angeles 39, Calif. 
Eastern Plant & Whse.: 850 West Jackson Blvd. * Chicago 7, Illinois 
For Details Circle 44 on INQUIRY CARD 


‘Clean up with 


GOTTSCHALK 
eee METAL SPONGES! 


One profitable Gottschalk sale leads to 
another... because these are the customer- 
pleasingest metal sponges made! Spirally 
spun from continuous strands of selected 
metals, so that, in normal use, they will not 
unravel, shed particles, or scratch the finest 
surface. A size and type for every cleaning 
and scouring job, attractively packaged 
and priced for impulse sales. Keep 
Gottschalk in stock .. . and in sight! 


GOTTSCHALK METAL SPONGE SALES CORP. 


Dept. HW, Philadelphia 40, Pa. 
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Slaymaker offers * 
FREE RACK 


to display locks in 


steGids 
See-Packed Locks Outsell Others as Much as 5 to 1 


Whether you use the free wire rack or display the 


. 4 * 
counter or bin, you ll enjoy the é = 





cks on pegboard, 
FR Bowls a . 1 i 1 
extra profit you make with Slaymaker padlocks in 
See-Pack 


the dramatic Ask your jobber, or write ... 


SLAYMAKER LOCK CO. e LANCASTER, PA. 
World's Largest Producer of Brass Padlocks . 
er ee tt ft tt tt kk 
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MEANS QUALITY 


MAYES BROTHERS TOOL MANUFACTURING COMPAN TENNESSEE 
For Details Circle 48 on INQUIRY CARD 
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MANUFACTURERS’ AGENTS 
WANTED 


Unpainted Mahogany Knicknack 
shelves, unique design with eye ap- 
peal. Manufactured in San Jose. List 
$12.95, Discount 50 and 10 F.O.B. 
San Jose. Commission to agent 15%. 
Wayne Products Co., 3259 Todd Way, 
San Jose, California. 





SALESMEN 


Wholesale Hardware—must have 
wholesale hardware experience. Sal- 
ary and commission. Car furnished. 
Write, giving experience, age, etc. 
Address: R. J. Sutton, The Thomson- 
Diggs Company, P. O. Box 839, Sac- 
ramento 4, California. 





Morse Opens Steel Whse. 

BELLINGHAM, Wash.—Morse 
Hardware Company was to have dedi- 
cated their new steel warehouse on 
May 13 and 14. An open house was 
scheduled after the dedication cere- 
monies. Displays and demonstrations 
of processing steel into finished prod- 
ucts was planned. 

The warehouse facilities include a 
rail siding which permits railroad 
cars to enter the building for loading 
and unloading. Overhead cranes, fork 
lift trucks, cutting equipment and two 
loading platforms speed material han- 
dling for customers. 





Where's The Number? 


Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 64 of this issue. 


CIRCLE THE NUMBER—WE DO THE REST 














Announcements in this section are inserted at the rate of tweaty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 











HARDWARE CATALOGS 
Compiled — Prepared — Produced 
Specialists in Hardware cataloging. 
Write, phone or wire for information 
CATALOG GROUP, 420 Market 
Street, San Francisco, Calif. 


ATTENTION, SALESMEN, MANU- 
FACTURERS’ REPRESENTATIVES 
If you are interested in broadening 
your line with hundreds of related 


items and you are calling on jobbers GIVE AT THE 


or volume dealers—Our “Merchandise 


Service” will be of interest to you. SIGN OF THE 


You will receive weekly, a list of 
hardware, houseware and plumbing RINGING BELL 


items which can be shipped to your 

















accounts. We pay liberal commissions 
on all sales, with no obligation to you. — 
NATIONAL DISTRIBUTING CO. # 

BOX 280, BAYONNE, N. J. z 


1960 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $1.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market | YOUr ONCe-a-year 
Street, San Francisco 3, Calif. : . +e 

— gift pays dividends 


COMING NEXT MONTH | , fs 
The Annual Wholesalers’ Directory all year tong. 


issue . . . Contains names of execu- 


tives and buyers . . . Reprints avail- 
able at $2.00 


Me 
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Because you gave 
the UNITED way 


@ 27,700 agencies will 
continue to provide vi- 
tal health, welfare, 
and recreation services 


SSS 


oN 
eS 


~ 


So Se mena 
Seon ae 


@ 77 million people 
will be helped 














3-coler Box, 
12 Boxes in 
Carton. 











FURNITURE GLIDES 


Wonderful for 
all WOOD and 


ee Remco baksliie 4 METAL Furniture 
@ . Furniture Rests ¢ Glide Softly, 


Silently, Smoothly 


+ 


New ‘‘color - full’ 
packages for greater 
sales. All of the 
Glides illustrated 

packed 4 to a 
set, for fast, com- 
pact and easy sales. 
A size and style to 
suit every purpose. 


Bakelite Furniture Rests with Stock our complete Drive on type Bakelite Furniture 
universal socket. li 
Set of 4ina 


ine. Rests, with needle point nail— 
Ask your Jobber or write 
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REGULAR 98¢ VALUE 


Cups smartly styled with purchase of 


for wall hanging. 
Tubed Coke Fan This give-away combination of two popular 


No. A6000M 


Shipping Unit—3 sets 
Weight—4% Ibs. 


Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 


and related MIRRO items rates mass 
display in your windows and on your 
ol al (Ie MelaloMSinelule Mm olola dare mla 

reltiam extol oleh Z-taitiiare i 

It's built to bulk up 

your volume—at ful! 

profif to you! 


fol <-m oXoli Molaro ial] of 
combined on colorful 
felt yo} (oh mael ge B 


Act NOW, to get every 
reLox<y] 0) (-Mele)|fo] mel¥] Mo) i 
this limited time offer 

. good from now 

only through August 31. 

Newspaper ad mat 
ron Zelifeloli-# 


..buy from your 
MIRRO JOBBER 


pent oo Cyrene or 
‘+ Guaranteed by 
Good Housekeeping 


THE FINEST ALUMINUM 


WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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AMES SHOVELS STRONGER 


DOUBLE-TAPER FORGING... 


puts more steel 


where it counts 





AMES SHOVELS MAKE 
SHOVELING EASIER 


BLADE IS 
UNCONDITIONALLY 
GUARANTEED 


HERE’S THE DIFFERENCE 


Ames shovels are tapered TWO ways. Not just from back to point, 
but also from center to side. Ames alone puts more steel where it 
counts. This Double Taper Forging makes Ames blades stronger. Blade 
unconditionally guaranteed. 


Sell and Profit with Ames 


: SHOVELS 
Yaw : GARDEN TOOLS 
Qher 4 Tandlards CASUAL FURNITURE 
a : METAL HOUSEWARES 
oO. AMES CoO. PARKERSBURG, WEST VIRGINIA 
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